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Miami Aluminum Awning Window closed, seals into 
One compact weather-tight unit because glass panels = 
are designed with overlapping flanges. This feature 
assures absolute weather protection through double 
metal contact. No Weather Stripping is Required. 

Both sides of glass panes are supported by ‘'Pat- — 
ented", concealed cross-shaft, joining panels into one 
smooth working unit. This exclusive feature enables 
heavy duty operator to close window weather-tight, 
sealing out wind, water and cold, quickly and easily. 

No Weather Stripping is Required. 

Miami Aluminum Awning Window constructed from 
extra heavy extruded aluminum alloy sections requires 
no painting, no up-keep, no maintenance of any kind 
and . . . No Weather Stripping is Required. 

Dealerships are invited! This easy to sell, nationally 
advertised, all aluminum window means big profits 
to qualified dealers. See it in 1951 Sweets File, 74 
or write today for further info...ation | | Miami 


Window Corporation, P. O. Box 356, Miami 
42, Florida. 





L. 
e 
Y 








Vinyl Plastic Weather-Stripping can be Installed if Desired. 


Air Infiltration Tests Taken, Passed and Approved 
_# Pittsburgh Testing Laboratories, Pittsburgh, Pa. 


~-MiamiAwning Winoow 


ae . 








C Atlanta, Ga 

awford 49 Dalton, Ga.. by R. C. Smith Publishing Company, Dalton and . 

SOUTHERN BUILDING SUPPLIES is published’ monthly | oi 116 Fon Cri whit ge ag st NE. by Pa Fhe 
howe tance under 34.64 PL&n. authorized. 


Volume 6 Number | 





An Amazing New Type Spring results in a 
tiny mechanism doing the work of a giant. 
The negative spring is a tight coil of flat 
material which is progressively unwound 
throughout the range of action. Tightness 
of coil reduces diameter markedly over 
power spring. In the spring action the coil- 
ing torque which opposes the uncoiling pull, 
is developed only by that section of the 
spring that is being straightened as it is 
drawn off the coil. This results in constant 
spring force at all positions of the sash, and 
true counterbalancing. The Pullman Power- 
ful Pigmy is the greatest innovation in 
balancing double hung windows since the 
spring balance was developed by Pullman 
Manufacturing Company overs 65 years ago. 


PULLMAN POWERFUL PIGMY FEATURES 


. Lowest Priced true counterbalance on the market. 
Top Quality ... the result of years of engineering 
know how. 

No Head or Side Room Necessary . . . simple, 
easy installation. 

Foolproof . no moving parts . . . nothing to 
get out of adjustment. 


AMAZING NEW 


S PULLMAN 


Powerful Pigmy 
Sash Balance! 


The World’s Smallest and Lightest 
True Counter Balance for Double 


Hung Windows. 


Cutaway showing 

actual position of 

spring when it’s 
extended 


ie ‘ tion of balances 
nstalled in sash. 


le — The small diameter. of 
size by 75%, thereby allowing ‘the 
in the window sash itself. This is the — 
history that « a frue counterbalance is 
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**It’s possible. I’ve been a bricklayer, mem- 
ber of Illinois Local 21 for 34 years. I’ve 
worked on a lot of construction jobs—maybe 
some of yours. 

“A while back the Marquette people asked 
me if I’d appear in their monthly ads to tell 
you about Marquette Masonry Cement—and 
I’m glad to do it. I’ve used a lot of Marquette 
Masonry Cement in the past—and I’ll use a 


lot more. I like it—I like to work with it. 

“They tell me that Marquette Masonry 
Cement not only meets all the specifications 
for top quality, but exceeds them. I haven’t 
gone into that— I’m not a technical man. All 
I know is it’s the easiest masonry cement I’ve 
ever worked with. It makes a nicer looking, 
stronger mortar. That’s all the proof I need 
that it’s better masonry cement.” 


a 
MARQUETTE |\/[2X30){ 1] CEMENT 


1. Plosticity 
2. Body 

4. Stren 

4. Yield 


gth 


5. Color 


4, Adhesion & Bond 


\i ible 
7 ° Ned nkage 


g. Water Retention 


9. WwW oepellency 


aon atnorerene 
10. ee 


*You get x \ 
use Marquette 


Marquette Cement Manufacturing Company 


CHICAGO e ST. LOUIS e MEMPHIS e JACKSON, MISS. 


PORTLAND © HIGH EARLY STRENGTH @ AIR ENTRAINING © MASONRY 





Any quantity of Marquette Masonry Cement will be shipped in mixed carloads with other types of Marquette Cement 
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sagas with the buyer, profitable with the seller. ..Tensulate Perlite 
is the big advance in better, light weight plaster and concrete. Ten times 
lighter than the sand it replaces, this “miracle aggregate” lifts a ton of needless 
weight from the average room. It goes on faster, finishes with a smooth sur- 
face, strong and resilient to resist sagging and cracking. It will hold screws. 
You can nail through it, saw it and be assured of its fire, vermin and moisture- 
resisting qualities. 

Dealers like the ease of handling. There’s a rapid turn over of low cost inven- 
tory. It’s good business to sell Tensulate Perlite. Supported by advertising, 


going big and growing bigger throughout the South. Place your order now. 


A suggestion—why not solve your inventory problem by ordering mixed 


cars of Tensulate Perlite and Tensulate Insulation. 


TENSULATE 
CHARCOAL INSULATION 


TENNESSEE 


PRODUCTS & CHEMICAL 
C oxporation 


LE. TENNESSEE 


TENSULATE 
PERLITE 
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PEE “See 


3 Ways Better / 


ALUMINUM— 
Roofing, Siding, 
Fixtures, Gutter, 
Down Pipe, 
Goroge Doors 


STEEL—Roofing, 
Siding, Fixtures, 
Shingles, Gutter, 
Down Pipe, Fence 
Posts 


ASPHALT—Roof- 
ing, Siding 


ASBESTOS—Roof- 
ing, Siding 


COPPER—Strip & 
Roll, Woll Ties, 
Termite Shields, 
Plywood, Doors 
Insulation, Hard- 
boord, Barcloy 
Paneling, Screens, 
Thulmon Chimneys 


Here's the quality roofing that makes new customers 
fast... brings old ones back every time! Backed by 
long manufacturing experience, SSirco Aluminum 
Roofing is precision-made to give homeowners a 
weathertight, lifetime, maintenance-free roof. It’s 
priced right for your customers . . . allows you a 
pleasing profit. 

SSirco Warehouse SService gives you Overnight 
Delivery and Drive-in Pickup! You can sell the com- 
plete, profitable line of SSirco Aluminum Roofing 
Products with a smaller stock, lower inventory 
investment. 

Write today for more details about SSirco Alumi- 
num Roofing and SSirco Warehouse SService! 


YOUR NEARBY SSIRCO WAREHOUSE IS YOUR STOCK ROOM 
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ROOFING 


COMPLETE LINE OF 
REYNOLD Sm 


| ALUMINUM 
GUTTER 8 0WN 
— 
iT SS¢ y [NO SOLDERING 
| ib 


iL LZ || EASY TO INSTALL 
=F a] NO PAINTING , 


SOUTHERN STATES 





COATED PANF! © 


, IRON ROOFING CO. 








@ WINDOW FITS FRAME in GOO 
per D WEATHER 


— plus many other fea- 
tures make Thrif-T the best 


buy — and the easiest to sell. 
PLANING 


Justa “Twelue Winutes NO SAWING 


Detailed 
Instructions 

are included in 
EVERY Shipment 


| 
| 
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oTHER Thrif-T 
WOODWORK for the HOME 


o \ 
Thrif-T PICTURE MT. VERNON 
WINDOW UNITS Thrif-T TWIN MANTELS 
CASEMENT UNITS a 


PICTURE ; , ° 
Thrif-T BAY Thrift TWIN TET DSOR TRIM 


WINDOW : ™ 
UNITS : WINDOW UNIT CasEMENT UNITS Z 
: . a . i E-Z-UP OVERHEAD 
CASEMENTS Thrift ENTRAM Te rRaME CARAGE DOOR UNIT 
, WARDROBE . e 
Thrif-T DISAP- 


° ENTRANCE FRAME PEARING STAIRS 
* 


4 LT. or Sie 
—_——, 


@ Casements at side provide FULL ventila- @ Unit comes complete — screens are in- 
tion and blend perfectly with any type cluded, even the stool and apron are Thrif-T e 
of double hung window. included. No hardware to buy. BASEMENT te. 9822 Thrif-T 

) y UNIT ATTIC LOUVRE TELEPHONE SHELF 


@ Casements come assembled— 47> B 


hardware installed—assembly can \\ ESL, 
ee ee \ IA No. 960-R CORNER CHINA CASE 


Ponderosa Pine—treated for long \ << ; 
service life. \ ‘s e e e 

EAS ASNNTZZ. @ Fits any type wall—frame, brick LSS SSN WRITE for 

Ar cite gly fal NAME OF YOUR NEAREST JOBBER 


For Glazing with Thermo- veneer or masonry. 
pane or Twindow Glass ble Strength, Crystal 
Sheet or Plain Plate 


Distributed through the Leading Millwork Jobbers to the Retail Lumber Dealer 
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FREE to Building Supply Dealers 
* Use Handy Coupon Belew 


x * 


1. Home Ventilators. New dealer 
catalog contains photographs and 
specifications of Quietaire attic and 
window fans, with a short sales story 
on each model. Installation data and 
price list are included. The Quietaire 
Corporation, Houston, Tex. 


3. Color Uses. “Styling With Color” 
contains over 100 color pictures of 
color schemes for every room in the 
house. It was written by Collette 
Whitlock, authority on interior deco- 
ration, to help sell paints. The Peas- 
lee - Gaulbert Paint and Varnish 
Company, Louisville, Ky. 


5. Window Hardware. Two-color 
folder shows how “Kwik Outs,” 
hardware for holding double-hung 
windows, keeps them balanced per- 
fectly without sash cords, weights, or 
coil spring. Sketches show how easily 
a set is installed and windows are 
removed for cleaning or painting. 


7. Flexible Doors. Installation de- 
tails and sketches of Ra-Tox flexible 
doors, made of kiln-dried Northern 
basswood splints, are given in a new 
folder. Construction data and speci- 
fications are included. The Hough 
Shade Corporation, Janesville, Wis. 


9. Attic, Window Fans. New loose- 
leaf catalog shows Bar-Brook line of 
window fans and packaged attic fans 
and includes price list. The Bar- 
Brook Manufacturing Company, Inc., 
Shreveport, La. 


1l. Stair, Fan Opening. Sheet lists 
features and sizes, and tells how to 
install Huntington ‘“Metal-Fold- 
Safty-Stair” in 20 minutes. For use 
as attic fan opening, panel bolts are 
removed and fan tunnel is built over 
stair, putting access door at end of 
tunnel at top of stairs. Huntington 
Industries, Inc., P. O. Box 3176, 
Memphis, Tenn. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tileboard. 
A full-color consumer folder is also 
available. The A and F Tileboard 
Company, Box 4085, Alexandria, 
Louisiana. 


17. Folding Stairway. Attractive new 
folder tells how simple the Precision 
folding attic stairway is to operate. 
Specifications are given. The Precis- 
ion Parts Corporation, Nashville 7, 
Tenn. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and stain- 
less steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 
unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 
lating Company, 400 S. Front St., 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y. 


25. Butt Hinges. Folder describes 
extrusion processes, tells how Getty 
butt hinges are made, and _ lists 
prices with illustrations. H. S. Getty 
and Company, Inc., 3348 N. 10th St., 
Philadelphia 40, Pa. 


27. Roofing. “Putting Nature’s Col- 
ors to Work” is a four-color book on 


the importance of roofing colors in 
exterior decoration. Color schemes 
are suggested. The Flintkote Com- 
pany, Inc., 30 Rockefeller Plaza, New 
York 20, N. Y. 


29. Awning Windows. Illustrated 
catalog No. 84 gives sizes, hardware 
specifications, and construction data 
on Gate City awning windows. 
Prices, discounts, and complete archi- 
tectural file are available. Write 
to the Gate City Sash and Door 
Company, Fort Lauderdale, Florida. 


31. Asbestos Shingles. Full-color 
folders show the complete line and 
new colors of Asbestone shingles for 
residential roofing and siding. The 
Asbestone Corporation, 5300 Tchou- 
pitoulas Street, New Orleans, La. 


33. Kuver-Krak Panels. Folder de- 
scribes application of Kuver-Krak 
panels over cracked plaster ceilings. 
Sent by the Upson Company, Lock- 
port, N. Y. 


35. Gliding Door Units. An illus- 
trated folder shows how Huttig’s 
gliding door units save space in 
homes. Complete specifications, sizes, 
and instructions for installing are in- 
cluded. Huttig Sash and Door Com- 
pany, 1206 S. Vandeventer, St. 
Louis 10, Mo. 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 
way. Operations are well illustrated. 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 

39. Asbestos Siding. “New Look 
That Lasts Forever” describes and 
shows with photographs the ad- 
vantages of using Mustang’s new as- 
bestos siding shingles. Stuffers with 
same story are also available. The 
Asbestos Company of Texas, Post 
Office Box 1082, Houston 1, Texas. 


4l. Waterproof Adhesives. Two-color 
circulars and envelope stuffers de- 
scribe Miracle waterproof adhesives, 
including Black Magic adhesive, wall- 
board cement, tub-caulk, and ceramic 
tile cement. A colorful brochure on 
“Construction by Adhesion” is avail- 
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“BILDRITE’ SHEATHING Saved Us 
$200 on this job!” 


Says E.R. Daleen, Purchasing Agent & Sec., Savers Construction Co. 


“Recently we were informed that 4 ft. Bildrite 


Sheathing had become the first insulating sheathing 
to meet the rigid requirements of FHA without use 
of corner bracing. We were at that time erecting 
Rose Vista Apartments in St. Paul, Minnesota, a 
$1,500,000 project, using 2x8 ft. insulating sheath- 
ing. We immediately changed to 4x8 ft. Bildrite a tes. = 
Sheathing and realized a saving of $80—$100 per apartment build- NO CORNER BRACING saved about $100 
ing. Bildrite in the larger size cut both our labor and material costs in time and moterials. BILDRITE—the first? 
and we also gained the greater bracing strength inherent in the insulating sheathing to meet F.H.A. re- 
4x8 ft. sheet. quirements without using additional corner 
Insulating Sheathing has been used almost entirely on the 54 iad 
apartments erected during 1950 by the Sauers Construction Com- 
pany in the Greater Minneapolis-St. Paul metropolitan areds. We 
prefer insulating sheathing because our cost studies prove that it 
costs $75—$100 less than wood sheathing on the average building. 
Frankly, we just can’t afford to use conventional wood sheathing. 
Simple addition shows that we can save up to $200 per average 
building when we specify Bildrite Sheathing exclusively. Elim- 
inating corner bracing and the lower cost of applying insulating 
sheathing is a worthwhile contribution that saves money during a 
critical period for the building industry. While it’s important to us 
that Bildrite reduces costs, we also know that it means better wall J 
construction. We've used Bildrite for many years and its strength, ACRERE ROPSEED Seer at Hie sowed 
‘ A A ae ° ie another $100. Bildrite handles easily, 
moisture resistance and over-all high quality make it definitely lowves 06 waste, and gece up in aheut 
superior. half the time of wood sheathing. In ad- 
dition, Bildrite offers extra resistance to 
moisture and extra insulating value. 


SELL BILDRITEfor better construction at lower cost. 


MINNESOTA AND ONTARIO PAPER COMPANY 


INSULITE DIVISION 
MINNEAPOLIS 2, MINNESOTA 


*Reg. T.M.U.S. Pat. Off. 


Made of Hardy 
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able. The Miracle Adhesive Corpora- 
gg ag East 53rd Street, New York 


43. Application of Asphalt Roof. 
“Good Application Makes a Good 
Roof Better,” summarizes application 
practices for all types of asphalt 
roofing, with related data for roofing 
selection. The Asphalt Roofing In- 
dustry Bureau, 2 West 45th Street, 
New York 19, N. Y. 


45. Fawsco Home Beautifiers. Cata- 
log shows aluminum awnings, door 
and window canopies, shutters, flow- 
er boxes, iron railing, and other low 
cost home accessories. Free mats, 
consumer literature, and posters for 
dealers. Fawsco Manufacturing Divi- 
sion, Falls Stamping and Welding 
Company, 1701 Front Street, Cuyaho- 
ga Falls, Ohio. 


47, Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 


49. Ideal Bathroom Cabinets. Cata- 
log shows cabinets in 17 designs and 
a wide range of sizes, including 
chrome-plated, fluorescent - lighted 
models. It also shows clothes-chute 
doors and milk and package receiv- 
ers. The Ideal Cabinet Corporation, 
7722 Joy Road, Detroit 4, Michigan. 


51. Reflective insulation, Folder 

contains technical information on 

Kimsul insulation, illustrated with 

charts, diagrams, and tables. Installa- 

tion instructions are included. The 

oe Corporation, Neenah, 
is. 


53. Aluminum Screens. Attractive 
folders, envelope stuffers, and self- 
mailing pieces are available on Fab- 
rico aluminum screens. Their light 
weight, rust resistance, and long 
wear are described for consumers. 
Screens and Fabricated Metals Cor- 
poration, P. O. Box 31, North Bergen, 


iN. 


55. Fiber Wallboards. Folders are 
offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cell fiber 
wallboards. The Plastergon Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


57. Ventilating Fans. Two new 
pamphlets describe the variety of 
uses, design, installation, and acces- 
sories of Reed window and attic fans. 
Price list available. Reed Unit Fans, 
Inc., 1001 St. Charles Avenue, New 
Orleans 8, La. 


59. Pressure-Treated Lumber. New 
illustrated folder describes problems 
of rot and termite damage in residen- 
tial construction. It tells how lumber 
is “Wolmanized” through pressure 
treatment, and how this method pro- 
tects homes. The American Lumber 
and Treating Company, 332 S. Michi- 
gan Avenue, Chicago 4, III. 


61. Aluminum Awning Windows. 
Catalog shows standard types and 
sizes of Miami aluminum awning 
windows. Installation data and de- 


tails of air infiltration tests are in- 
cluded. The Miami Window Corpo- 
ration, P. O. Box 356, Miami 42, Fla. 


63. Home Insulation, A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included. Insulite, 500 Ba- 
ker Arcade Building, Minneapolis 2, 
Minn. 


65. Rock Wool Insulation. Folder 
lists types and sizes of rockwool in- 
sulation products with application in- 
structions. “K” factors and “U” values 
are given with diagrams of typical 
construction, with and without insu- 
lation. The National Gypsum Com- 
pany, 325 Delaware Avenue, Buffa- 
lo 2. N.Y. 


67. Tileboard. Roxboro tileboards in 
three patterns, as well as other Rox- 
dale products, are described in a new 
consumer catalog. Retail prices are 
given for products and for approxi- 
mate complete room installations. The 
Roxdale Building Products Corpora 
tion, 2916 White Plains Road, Ne~ 
York 67, N. Y. 


69. Dry Wall Construction. Advan- 
tages of Sheetrock, a fireproof gyp- 
sum wallboard, are described in an 
illustrated 12-page booklet. Step-by- 
step application in the laminated dou- 
ble-wall system is explained. The U. 
S. Gypsum Company, 300 West Adams 
Street, Chicago 6, Il. 


71. Bag Truck. A new catalog sheet 
explains how quantities of cement, 
plaster, lime, other masonry materi- 
als, and shingles are handled on pal- 
lets of the Anco bag truck. Ways to 
cut handling costs are given. The An- 
thony Truck Company, P. O. Box 
375, Paducah, Ky. 


73. Kitchen Ventilation. Advantages 
of Trade-Wind Clipper ceiling blow- 
ers are explained in new literature. 
Data are given on the new model for 
installation within a cabinet over the 
kitchen stove. Uses in kitchens, bath- 
rooms, dens, laundries, and commer- 
cial establishments are shown. Trade- 
Wind Motorfans, Inc., 5703 South 
Main Street, Los Angeles 37, Calif. 


75. Safety Saw. A new catalog 
sheet presents the special features 
and specifications of the Model W-65 
Stanley safety saw. It pictures this 
electric saw in action. Available ac- 
cessories are described. Stanley Elec- 
tric Tools, New Britain, Conn. 


77. Roofing Materials. Two-color 
folder tells how Sco-Co cottonseed oil 
gum products are used to waterproof 
and repair interior brick walls, con- 
crete and gravel roofs, composition 
and metal roofs. It describes Sco-Co 
metallic paints, Redycote asbestos 
fibered roofing, plastiseal asbestos 
caulking compound, roof plaster, roof 
coating, lap seal cement, and metal 
sash putty. The Southport Paint Com- 
pany, Inc., Savannah, Ga. 


79. National Millwork. Double-hung 
and awning windows, interior and 
exterior doors, mantels, and wood- 
work specialties in an attractive new 
catalog of National Woodworks, Inc. 
Actual pictures and sketches with 
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model numbers illustrate the booklet. 
Information is included about the 
factory. National Woodworks, Inc., 
2201 29th Avenue North, Birming- 
ham 7, Ala. 


81. Insulating Sheathing. Two new 
folders are available on Insulite Bild- 
rite sheathing. No. 65 tells complete 
story on this sheathing, describing 
uses, properties, and sizes. No. 75 
discusses the problem of moisture 
condensation and its elimination by 
Bildrite and sealed Graylite Lok- 
Joint lath. Insulite, 500 Baker Arcade 
Bldg., Minneapolis 2, Minn. 


83. Aluminum Windows. Advan- 
tages and selling points of Metalart 
precision aluminum windows are 
given in an attractive two-color 
folder. Sketches show installation de- 
tails and construction data. The 
Metal Arts Manufacturing Company, 
Inc., P. O. Box 4144, Atlanta, Ga. 


85. Barn Ideas. New illustrated fold- 
er suggests Celotex materials to use 
for building better tobacco-curing 
barns, storage buildings for sweet po- 
tatoes, and other farm applications. 
Construction drawings show where 
and how materials are applied. The 
Celotex Corporation, 120 S. LaSalle 
Street, Chicago 3, Ill. 


87. Outdoor Fireplaces. A wide va- 
riety of outdoor fireplaces and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13900 
Miles Avenue, Cleveland, Ohio. 


89. Sash Holders. Uses, sizes, and in- 
stallation instructions for Vikre sash 
holders are contained in a new folder, 
suitable for envelope stuffers. The J. 
N. Vikre Company, Inc., 3016 14th 
Avenue South, Minneapolis, Minn. 


91. Rustproof Screening. Dealer 
helps for Lumite saran screen cloth 
include newspaper ad mat service, 
window decals, consumer folders, 
streamers, and a price calculator that 
shows dealer’s selling price on all 
sizes of Lumite screening. The Lumite 
Division, Chicopee Manufacturing 
Corporation, 40 Worth Street, New 
York 13, N. Y 


93. Disappearing Stairways. A de- 
tailed drawing that shows the work- 
ings of the Myer-Lee disappearing 
stairway, as well as specifications, is 
contained in a new pamphlet. A de- 
scription of this FHA-approved unit 
is given on the back. The Foldaway 
Stairway Company, Inc., 813 Sea- 
board Street, Portsmouth, Va. 
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Only CELOTEX Insulating Sheathing gives 
you these big selling advantages 


T It is the ONLY sheathing made of long 
Louisiana cane fibres—nature’s tougher, 
stronger “long-life fibres’ that literally defy 
decay. 


2 It is the ONLY sheathing protected by 
the exclusive (patented) Ferox® Process 
against fungus, dry rot and termites. 


3 Stronger, more rigid than ever. Builds, 
insulates, protects—all at one time, at one 
low cost. Yet, applied, it COSTS NO MORE 
than ordinary sheathing! 


4 DOUBLE-WATERPROOFED inside by in- 
tegral treatment that coats every single fibre. 
Outside by asphalt coating. Yet has over 
twice the vapor permeability required by 
government agencies! 


5 Faster, easier, thriftier to apply than or- 
dinary sheathing. Negligible waste. No 
building paper needed. 


6 Backed by the sales power of the fa- 
mous Celotex name—for over a quarter cen- 
tury The Greatest Name in Insulatiofi. 








AWAY. 


dance 


Performance like this...one more reason why 


it’s more profitable to feature 


CELOTEX 


DOUBLE-WATERPROOFED 


INSULATING SHEATHING 


Recently a flash flood in Omaha, Nebraska, 
washed away the foundation of this partially 
completed home, dropping the structure into 
the excavation. 

As the unretouched photo here shows, Celo- 
tex Insulating Sheathing HELD THE WALL FRAM- 
ING INTACT, despite the terrific strain of the 


‘wisting action and jolt accompanying the drop! 

Dramatic proof indeed of its amazing struc- 
tural strength! One more reason why Celotex 
Double -Waterproofed Insulating Sheathing 
sells faster, easier ... why it will pay you to 
start featuring this popular Celotex product 
today! 


How the name CELOTEX 
makes your selling job easier 


Over a quarter century of advertising leader- 
ship has established the Celotex brand name 
in every community ... has created widespread 
consumer demand for Celotex Building Prod- 
ucts. 

And this demand is growing constantly, 
thanks to impressive Celotex advertisements 


To make more sales faster, easier... 


reaching millions of home owners in THE 
SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, FARM JOURNAL, and other popular 
national magazines. 

Celotex national advertising builds confi- 
dence .. . makes 
your selling job easier! 


. pre-sells your prospects . . 


CELOTEX 


866. US. PAT OF 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION © CHICAGO 3, ILLINOIS 
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smooth as silk... 


tough as nails 


. »» PLASTIC-FAC 
PLYWOOD 


... for extra sales 


Your customers ought to-know about GPX, Georgia- 
Pacific’s revolutionary new plastic-faced plywood. 
Hundreds of uses, hundreds of performance cases have 
proved GPX one of the best all around materials you 
can stock and sell. GPX’s varied applications in 
construction, industry, and on the farm, assure you of 
a broad market and fast turnover. GPX is a pleasure 
to stock, too; it’s extremely low in water absorption, 
so tough it’s almost damage-proof. 

GPX is bonded, impregnated and surfaced with 
phenolic resin, making it amazingly hard, tough and 
durable, yet it retains the beauty and easy workability 


of wood. GPX comes in four grades: 


1. GPX General Use 

2. GPX Painting Grade, White (interior) 
3. GPX Painting Grade, Brown (exterior) 
4. GPX Concrete Form 


Another example of Georgia-Pacific’s ‘‘new dimension” 


in products and services. 


G-P propucts 


Douglas Fir Plywood vy 

GPX Plastic-faced Plywood Cr. KLO Te 6; TA PACIE, y 
G-P Crownply Hardwood Plywood Pi yf A. v3 
G-P Plysheet Hardwood Plywood 
Giant-sized Scarfed Panels 

Fir and Hardwood Doors P L Y WwW 0 0 D & L U M B E R C 0 e 
Cypress and Redwood Lumber 
Western Fir and Pine Lumber HOME OFFICE: 1213 Southern Finance Building, Augusta, Ga. 
Southern Pine Lumber 
Western and Southern Mouldings Offices and warehouses in Birmingham, Boston, Chicago, Columbia, Louisville, 
Southern and Appalachian Hardwoods Memphis, Nashville, Newark, Philadelphia, Portland, Raleigh, Richmond, Savannah. 
Residential and Factory Flooring 
Treated Lumber and Timbers 
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YOU CAN SAVE 75% on your 


Many users have saved up to 75%, and you can do it too—with 
ROSS Lift Trucks. Here’s what ROSS has done for the John Bader 
Lumber Company, Chicago, another Ross fleet owner. Says Ray 
Jacob, Manager: “Our costs on piling lumber have been reduced 
75%.” In addition, Mr. Jacob cites increased efficiency in unloading, 
storing and loading out... 

Secure the savings effected by ROSS Lift Trucks and Carriers 

. savings that will help reduce operating costs and widen your 
profit margins. Get the facts on the ROSS System. 


pi THE ROSS CARRIER COMPANY 
HAY - 170 Miller St., Benton Harbor, Michigan, U.S.A. 


Direct Factory Branches and Distributors Throughout the World 


Now You Can Get Current Delivery 
on ROSS Series 5 Lift Trucks... 
SEND THIS COUPON TODAY 
pee eS 


| THE ROSS CARRIER COMPANY 
170 Miller Street, Benton Harbor, Michigan 


| Send complete details on Series 5 Lift Truck. 
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ANOTHER ADVANTAGE OF BUILDING WITH HOMASOTE... 








WITH 


NO | 
CORNER 
BRACING 


..- Homasote greatly exceeds F.H.A. strength requirements HURRICANES, 
. .. Surpasses corner-braced, horizontal wood sheathing ee ae 
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SINCE 1937, Homasote has been eligible for F.H.A. Mortgage 
Insurance—with no corner bracing—as used in Precision-Built 
Construction. The F.H.A. standards require bracing strength equal to 
horizontal wood sheathing with corner bracing. Racking tests—by an 
independent laboratory—showed that Homasote, without corner 
bracing, has a 150% margin of safety at 1200 Ibs. and a 300% margin at 
2400 Ibs. over these requirements. Many another test has repeatedly 
shown Homasote to be the strongest insulating and building board 


H.A. TEST STANDARDS FOR 
DRY SHEATHING MATERIALS 

















TION 
UNDER OAD 





MUST NOT 
EXCEED THIS 


3 
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AT 2400 LBS. 





on the market. 

No corner bracing is required when Homasote—in 4 widths or in 
g 

greater widths up to 14’—is used on jobs under F.H.A. supervision. 











Homasote is weatherproof—tested for more than 30 years under every must NOT 
weather condition—from the tropical to the antarctic. With its EXCEED THIS 
‘ : ra : ; DEFLECTION 
unusually low moisture absorption, low air infiltration and high AT 1200 LBS. 
resistance to water-permeability, Homasote provides the maximum in 


lasting insulation values and full protection against dampness. 

















Homasote’s Big Sheets require only one third as many nails as do 4’ 
materials. With this lower application cost and the additional savings 




















through the elimination of corner bracing, architects and builders can 
safely specify Homasote sheathing for the strongest house at the lowest cost. 0 
HOMASOTE COMPANY, Trenton 3, N. J. THIS CHART om the results of racking 
tests made by an independent laboratory, 

using 8’ x 8’ Homasote sheathing on 

standard wall framing without corner 

bracing. At 1200 Ibs. pressure, deflec- 

tion could not exceed 2/10 inch: at 2400 

Ibs. pressure, 6/10 inch.... The diagonal 

line shows that Homasote without cor- 

ner bracing had a margin of safety of 

150% at 1200 Ibs. and 300% at 2400 Ibs. 


2h10" Sho” *hio" 8ii0" 


..+- Oldest and strongest insulating and building board on the market 


Nova Sales Co.—a wholly-owned Homasote subsidiary—distributes the Nova Roller Door, Nova-l. P.C Water- 
proofing Products, the Nova Shingle and Nova-Speed Shingling Clip and the Nova Loc-Nail. Write for literature. 
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Real Profit Builders . . 























FREE CATALOG 


today! 





. . in Modular Sizes, Too! When bidding or planning construc- 
tion of apartments, housing projects, or any type of residential or 
commercial building, you’ll find countless advantages in specifying 
Ualco Lifetime Aluminum Casement Windows! 
Only Ualco offers you modular sizes in aluminum casement 
windows among the 120 sizes plus many variations . . lowest price 
. easiest handling . . rapid installation . . and, superior design 
and construction. 
For complete details write for FREE Ualco — See our 
catalog in Sweet’s Builders and Architectural File. It’s file size. . 


H Visit our suite at the Stevens Hotel during the 
a splendid reference. National Home Builders Show in Chicago, Jon. 21-25 


UNION ALLIMINUM COMPANY, INC. 
Department $-157 Sheffield, Alabama 


Gentlemen: Without obligation, please send me your Uaico catalog. Please check. 
1am an [ Architect [) Building Supply Dealer [] Building Contractor. 


a 
a 
STetet____. ihsicaesoiaei pias tiliadesilasetaia 
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UNION ALUMINUM COMPANY, inc., SHEFFIELD, ALABAMA 
VY ZA) largest Manufacturer 3X, of Mluminum Casement Utndowe 
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Jobbew You've got to have plenty of line to 


corrall consistant sales. To complete 
your line, to bulldog the big orders—handle the popular 
line. You can count on Murray in the fan business. It’s the 
line that counts. 


MURRAY 24” 
Window Fan 


Most versatile fan made. 

Especially designed for 

apartments offices and 

smaller homes. Light 

weight — easily portable 

— attractive appearance 

blends with any home interior. 

Removable guard-screen made to protect 

tiny fingers — PATENTED, dieformed dynamically 

balanced blades—economical, quiet, 2-speed operation. Ivory and 
stainless steel. Available in 20” direct or 24” belt driven sizes. 


MURRAY 
Horizontal 
Attic Fan 


Flat-as-a-flounder, hor- 

izontal mounted, verti- 

cal discharge fan for 

low pitched roofs. Car- 

ries unconditional 5- 
year guarantee (except for belt and motor). Sizes 24° with 14 hp. 
motor to 48"' and *4 hp. 

Housing heavy-guage steel— frame ‘‘seamless, die-formed 
tubing.” Torrington, PATENTED, perfectly balanced blades — 
sealed ball bearings with permanent lubrication. All Murray Fans 
rated by ASHVE AND NAFM. Also available in vertical mounting, 
horizontal — discharge package units 24" — 48”. 

A few territories open 
For full details, prices and literature 
Write to H. C. Biglin Company Sales Agents 


THE DEPT. B-! 
0. of TEXAS 


SALES AGENTS 


H.C. BIGLIN co. 4. 


177 HARRIS ST.N.W. ATLANTA,GA 
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As ssociation Dyrec story 


Associations serving Building Supply Dealers In 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange—519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: W. Thornton Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers—727 Pyramid Building, 
Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 8283. 
President: George Packard, Fort Smith, Ark. 


Carolina Lumber and Building Supply Association—114 Builders 
Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. 
Tel. 2-4921. President: H. G. Sherrill, Statesville, N. C. 


Florida Lumber and Millwork Association—2218 Edgewater 
Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie M. Bennett. 
Tel. 2-3761. President: R. D. Morris, Jacksonville, Fla, 


Kentucky Retail Lumber Dealers Associatton—Knott Building, 
Lebanon, Ky. Secretary: Donald A. Campbell. Tel. 74. Presi- 
dent: Ben P. Eubank, Lexington, Ky. 


Louisiana Building Material Dealers Association—528 Florida 
Street, Baton Rouge, La. Secretary-Manager: R. Needham Ball. 
Tel. 2-4080. President: Thomas H. Harrel, Winnfield, La. 


Building Material Merchants of Georgia—1925 Ponce de Leon 
Avenue, N. E., Atlanta, Ga. Counselor: Joseph 6. Rowell. Tél. 
CRescent 6455. President: W. R. Bedgood, Athens, 6a. 


Lumbermen’s Association of Texas—Second National Bank Build- 
ing, Houston 2, Tex. Executive Vice-President: Gene Ebersole. 
Tel. PReston 9157. President: John R. Armstrong, Amarillo. 


Middle Atlantic Lumbermen's Association—1528 Watnut Street, 
Room 1123, Philadelphia 2, Pa. Executive Director: Robert A. 
Jones. Tel. PEnnypacker 5-5377. President: Claude 6. Ryan. 


Mississippi Retail Lumber Dealers Association—650 South State 
Street, Jackson 5, Miss. Secretary-Treasurer: E. B. Lemmons. 
Tel. 3-2077. President: Earl M. Jones, Jackson, Miss. 


National Retail Lumber Dealers Association—302 Ring Building, 
18th and M Streets, N. W., Washington 6, D. C. Executive Vice- 
President: H. R. Northup. Tel. NAtional 6757. President: 
Clyde A. Fulton, Charlotte, Mich. 


Oklahoma Lumbermen’s Association—815 Leonhardt Building, 
Oklahoma City, Okla. Industrial Manager: W. M. Morgan. Tel. 
7-0338. President: Paul Leonhard, Oklahoma City. 


Southern Sash and Door Jobbers Association—209 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: Clark E. 
McDonald. Tel. 8-4588. President: M. C. Davidson, Houston, Tex. 


Southern Wholesale Lumber Association—McMillan Bank Build- 
ing, Livingston, Ala. Secretary-Manager: Robert F. Darrah. Tel. 
3051. President: Arthur C. Bishop, Louisville, Ky. 


Southwestern Lumbermen's Association—512 R. A. Long Build- 
ing, Kansas City 6, Mo. Secretary-Manager: Allan T. Flint. Tel. 
Victor 2265-6. President: Charles H. Kemper, Troy, Mo. 


Tennessee Building Material Association—106 East Fifth Avenue, 
Knoxville 17, Tenn. Secretary-Manager: R. 0. Browntee. Tel. 
2-0185. President: T. 0. Lashlee, Humboldt, Tenn. 


Virginia Building Material Dealers Association—3303 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: Ernest L. Whitehurst, Norfolk, Va. 


West Virginia Lumber and Builders Supply Dealers Association— 
P. 0. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Earl Lilly, Beckley, W. Va. 
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Ur After two years of extensive engineering research 
Mustang engineers have now developed a NEW asbestos siding 
shingle that is stronger—much stronger. This means easier 
application for the applicator — better protection for the user. 


(( LU The NEW Mustang in white is much whiter! Displayed 
in your sales room, the new White Mustang shingle has all 
the glistening whiteness of sun-lighted snow. And there is 
no variation in the color of the NEW Mustangs. 


(yp The NEW Mustangs shed water like a duck’s back! 
A special coating of waterproofing enables Mustangs to with- 
stand weather forever. Mustangs are made new again by every 
rain that washes off dust and dirt. A mighty important point! 


Get the full facts about how YOU can make money 


as a MUSTANG dealer. It pays to sell Mustangs! 47 


Write or wire today. 
2 Styles: Wave Edge Straight Edge 
4 Colors: Natural White Foam Green 
Dove Gray Palomino Tan 


THE ASBESTOS COMPANY OF TEXAS 
P. ©. BOX 1082 es HOUSTON 1, TEXAS . 
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MUSTANG SHINGLES 
for housing projects 


MUSTANG SHINGLES 
for new homes and 
remodeling 








“IT’S A SHAME,” commented the 
Duncan (Okla.) Banner on December 
13, “for this nation to be caught with 
a wool shortage right now when even 
the most elementary sort of thinking 
would have prevented it. Just another 
reason, probably, for taking advice of 
the National Retail Lumber Dealers 
Association that a little stockpiling of 
lumber now would be wise.” 

” . . 
DON A. CAMPBELL said it several 
weeks ago: “We can not ask for sup- 
port and remain free. We can not ask 
for special privileges without having 
our own freedom curtailed. We can 
not be a pork-barrel exponent unless 
we are willing to pay the price. We 
can not continue looking to washing- 
ton for help and not have Washing- 
ton look to us for more and more tax 
monies and economic liberties.” 
CAN YOU. Mr. Dealer, lean on your 
property lien law reliably—and re- 
sultfully if you have to resort to court 
for payment of a bill of goods by a 
homebuilder? One state association 
secretary recently lamented the lack 
of a lien law “with teeth in it” in his 
state. We suggested that his group in- 
stitute planned efforts to get proper 
legislators to put through a workable 
law. We recall that both the Texas and 
Oklahoma dealer associations were in- 
strumental not long ago in strength- 
ening their state lien laws. The South- 
western Lumbermen’s_ Association, 
through its legal department, offers 
copies of the state lien laws for Ar- 
kansas, Kansas, Missouri, and Okla- 
homa 
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tANDOM LENGTHS 


Culled and Sawn by Doriald 1 Moore -. 





PROPHETIC was Herman W. Stein- 
kraus, president of the Chamber of 
Commerce of the U. S., a year ago 
when he titled his talk before the 
Pittsburgh Chamber of Commerce, 
“The Decisive Decade.” In view of the 
threat of Communism and totalitar- 
ianism to the whole universe, his clos- 
ing remarks are more effective today 
than a year ago: “The challenge of this 
decisive decade is not a challenge of 
material things; it is a challenge to 
the character of our people, a chal- 
lenge to their willingness to face real- 
ities, and put the things first that 
ought to come first. Give them cour- 
ageous leadership, but please don’t 
fool them with honeyed promises of 
greater benefits, at this time when we 
face a danger which we can only meet 
if we are a united, strong people. God 
grant our leaders the wisdom to lead 


_us right!” 


EMPLOYERS WHO itemize all 
“fringe payments” and deductions 
from the wages or salaries of their 
employees, along with the paycheck 
or cash, generally enjoy a better ap- 
preciation from personnel of ALL the 
“pay” they receive for their services. 
THE CLEAREST of 


six editorial 


“Why’s” that John D. McCarthy, sec- 
retary of the Illinois Lumber and 
Building Material Dealers Associa- 
tion, recently asked of his members 
was “why should a housewife be call 
ed a hoarder if she does not restrict 
her buying, when she sees no evidence 
of the government restricting theirs?” 


THOUGHTFUL DEALERS not only 
are considering ways to balance their 
stocks in the uncertain months ahead. 
They also are thinking about replac- 
ing key employees that might be call- 
ed into military or defense production 
service. The 30-day training courses 
sponsored by state and regional deal- 
er associations throughout the nation 
offer an easy, dividend-paying way of 
preparing less-experienced men for 
key sales and managerial duties. 


e 7 7 


THE GREAT Henry (Model T) Ford 
once said it: “Coming together is a 
beginning; keeping together is pro- 
gress; working together is success.” 
The best way for dealers to do these 
things is to join their state or region- 
al association and put a lot into their 
membership—so they will get a lot 
out of it! 





This NEW low cost all steel 
damper is full size . . . heavi- 
gage .. . top quality helps re- 
duce construction cost. 


Has overwhelming acceptance 
. everywhere. 


ALL 
STEEL 


No. S. All Steel in four popular sizes for 
fireplaces 30”, 33”, 36” and 42” with 


Poker Control. 


Getter 


KEEP YOUR 
STOCKS ADEQUATE 


ORDER NOW! 


(2erter) FIREPLACE DAMPERS 


Free new booklet on 
fireplace construction 
data and our build- 
ing products. Write 
for your copy and 
prices on this top 
quality line. 


Reputation of the Cast Iron 
No. B Damper is unequalled. 
Specified by architects . . . pre- 
ferred by contractors and dealers 
requiring the very best. 


Built to last . . . made to satisfy 
. . . priced to sell. 


CAST 
IRON 


No. B. Cast Iron in all sizes for fireplaces 
24” to 68” wide. Rotary, Poker and 
Chain Control. 


PEERLESS... THE ONLY DAMPERS PROTECTED WITH RED OXIDE 





Smart dealers are selling distinctive Peerless Fireplace Fixtures . . . 


add them to your display .. . 





boost sales and profits. Write for our Fireplace Fixture Catalog and prices. 
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Address Mail to Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. Central 7673 


FRANK P. BELL CHAS. E. SMITH J. A. MOODY 
Business Manager Asst. Bus. Manager Production Manager 





This Month's Main Features 


Card System Assures Inventory Control 
More Sales Per Hour with Fewer Salespeople 
Cozy Bungalow Design Popular in Miss. 
City Homes Built by Small-Town Dealer 
Simplified Estimating System Protects Dealer 
New Carolina Store Stimulates Sales 
Western Europe as Seen by Glass Mogul 


Classified Reading Matter 


Editorial: ‘‘Will the Bridge Hold?” 

One Dealer’s Opinion: Chambers Nixes Controls 
Federal Controls that May Apply to You 

News of the Month for the Industry 

Lumber Outlook and Supply Situation 

With the Jobbers in New Orleans Meeting 
Product Parade of the Month 

Association Activities and Convention Plans 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlanta, Ga 


Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


CONTROLLED CIRCULATION AUDIT 
NATIONAL BUSINESS PUBLICATIONS 


Business Representatives 


BOSTON: J. D. Parsons, 185 Jerusalem Road, Cohasset, Mass. 

CHICAGO: John C. Cook, 624 Lincoln Ave., Highland Park, III. 
Tel. Highland Park 2-1539 

CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River 16, 

hio, Tel. Edison 0856. 

GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 

LOS ANGELES: L. B. Chappell, Auditorium Building, Tel. Michi- 
gan " 

NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, 
Tel. Murray Hill 2-4959. 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 


Atlanta and Dalton, Georgia 


Publishers Also of 
TEXTILE INDUSTRIES ELECTRICAL SOUTH 


SouTHERN HARDWARE 
SOUTHERN Power & INDUSTRY 


SOUTHERN AUTOMOTIVE JOURNAL 


W. J. Rooxs, President; Ricuarp P. SmitH, Evecutive Vice-Prest- 
; 5 we. Oo 


t; T. W. McALuisteR, First Vice-President ; - 
Vice-President; A. E. C. SmituH, Vice-President ; O. A. SHARPLESS 
Treasurer; A. F. Roperts, Secretary. 
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Hunter Package Attic Fans 
ARE EASY TO SELL — EASY TO INSTALL 


8 Throughout the nation, building material dealers are making 
extra profits by selling Hunter's new Package Attic Fans. Every 
home builder, every home owner is a prospect. These modern 
fans give efficient cooling at low cost, and are being used in homes 
in all price ranges. They are quiet, powerful and dependable. 
A big reason for the popularity of Hunter Package Fans is 
Fan, motor and suction 
nly a ceiling opening in 


their simple and inexpensive installation 
box are all in one unit that requires 
hallway and less than 18” clearance in the attic. Four models, 
from 475( ) CFM, to fit any size 
home. Ratings rtified 

National advertising to architects, con- 


tractors and f 


builders has created ac- 
ind for Hunter Package 
literature and ad 


ceptance and 
Attic Fans 
mats availa help you make sales 


Hunter Fan and V ompany 
$94 S. Front St N Tenn 


Mail for — 
catalog Nase 


and prices Firm 
Address 


italog and 


Citv & State 
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The NEW and DIFFERENT 
i Baked Finish Wi 


%. | REAL 
Zo Loot GRANITE 


After only two months of production we are justified in repeating — 
“Grani-lite is a hit, a sensation, it’s going to top them all.” Jobbers and 
dealers everywhere have ADMIRED Grani-lite’s new and different multi- 
color tones. They have ACCLAIMED it as being the only truly new 
development in baked finish wallboard panels in many years. They have 
WELCOMED Grani-lite because it has that “something different” their 
customers have been looking for. And they are buying it in ever increas- 
ing numbers because it sells better .. . at a dandy profit. If samples are 
not available from your jobber use the coupon below. 
Standard Sizes — 4'x8', 4'x6', 4'x4’ 
Packaged 192 Sq. Ft. per crate in all sizes. 
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FREE SAMPLES a) VEN TH: 


Company —— re MAN UFA CTURING CO. 








Street__— 


City 
Jobber Dealer SBS 
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“WILL THE BRIDGE HOLD? 





HE YEAR-END, traditionally, is a time for stock- 
T taxing And, after checking the inventory 
records and the profit-and-loss statements, most 
business men devote some time after the first of 
the year to making plans for the months ahead. 
That’s going to be an extremely difficult prob- 
lem, this January. Never in the experience of the 
present generation of business men has the future 
been so clouded with grave uncertainties; not even 
in January just nine years ago, the month immedi- 
ately following Pearl Harbor. There's little to be 
gained by reading the year-end dissertations of 
business forecasters and eco- 
nomic soothsayers. All our 


t take care of the 
drawn into 


is not always feasible; nor will tl 
manpower shortage as more m are 
military service. 

Much of the present confusion is due to uncer- 
tainties as to the military program; for as 1950 
draws to a close it seems that Washington itself 
has not yet determined what that program should 
be. But irrespective of the 1 of rearmament, 
it is not likely that we need f« erious shortages 
of most civilian products du e early part of 
1951. as several months will be required for the 
military program to crystallize into definite pro- 
duction schedules 

With respect to steel, for in- 





thinking and planning must be 
colored by the _ international 
situation and military develop- 
ments—which might be changed 
drastically before this page ap- 
pears in print. 

The only thing which seems 
certain, as one attempts to gaze 
into the crystal ball of 1951, is 
that we’re headed back into a 
war economy. There must be 
greatly increased production of 
guns and tanks and planes and 
ammunition; and that means de- 
creased production of automobiles and electrical 
appliances and building materials and hardware. 
It seems possible that merely by increasing the 
work week in industry from 40 to 48 hours, we 
might be able to take care of the 1951 military 
program while still maintaining our civilian econ- 
omy at somewhere near its present level, But since 
that is not politically feasible, we must expect some 
curtailment in supplies of civilian goods during the 
year ahead. 

In large part, production difficulties in durable 
goods industries will be due to shortages of certain 
critical materials, such as tin, zinc, copper, nickel 
and aluminum. These shortages result primarily 
from government stockpiling. For instance, at the 
year-end the government’s stockpile of zinc had 
been built up to around a half-million tons; while 
for lack of zinc, steel producers were being forced 
to curtail their output of galvanized products. 

Our economic planners in Washington are ex- 
pected to urge the substitution of other materials 
for those in short supply, in the hope that we may 
have both the rearmament program and continued 
large production of civilian goods. But substitution 





stance, estimates are 
that the military program will 
the first half of 
the year, more than 10% of our 
total production. Yet, it will en- 
tail serious shortages of some 
classes of steel products, such 


present 


not require, for 


as sheets. 

As the new year starts, we 
are moving rapidly toward a 
regimented economy—price and 
directives, allo- 
orders, in- 
rols, NPA, OPA, 
explanations—and 
of new federal em- 
roblem of develop- 


wage controls 
cations, limi 
ventory cont 
interpretations, 


tation 


amendments, 
endless confusion as thousand 

ployees take over the complex | 
ing and enforcing these controls 

Government may try to impose more and stricter 
controls over business than are really necessary; 
that may be expected, since there is tremendous 
political pressure for more and more government 
regulations 

It will be our patriotic duty to abide by these 
regulations and do everything we can to help a 
shrinking civilian economy back up an expanding 
military machine. But we also have the obligation 
to help maintain our American system of free, 
competitive business enterprise. We must do what 
we can to keep it free from unnecessary controls. 
We should remember that a free America is a 
strong America; that our ability to challenge com- 
munism is due to the fact that we have not been a 
regimented people. 

As we gaze into the clouded crystal ball, one 
grave uncertainty is whether our free enterprise 
system will again stand up under the strain of a 
great military program. 
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Dealer’s 


ONE 


Ed H. Chambers is president 
and general manager of the 
Chambers Lumber Company 
in Gainesville, Ga. He re- 
tails a tull line of lumber 
and other building materials 
for homebuilding and light 
construction. He is an active 
member of the board of di- 
rectors of the Building Ma- 
terial Merchants of Georgia, 
state dealer organization. 


Opinion 





IT SEEMS that we will have rigid price and labor 
controls imposed on us before long. This is going 
to be very discouraging to some of us who went 
through the last war under OPA. After consider- 
able thought, the writer would like to make a few 
observations. . 

Inasmuch as the federal government has been 
following an inflationary policy, we think that 
Congress should enact laws eliminating wasteful 
public spending before imposing price control, or 
at least simultaneously with such price control reg- 
ulations. Senator Byrd, chairman of a committee 
for that purpose, has announced that he has econ- 
omy measures that will save $7 billion and that he 
will cooperate with Congress in trimming the do- 
mestic budget. 

Control and rationing laws that can not be en- 
forced should not be enacted. During the last war 
price and rationing controls were flagrantly vio- 
lated and had a tendency to lower the morals of 
the people. Certainly most citizens will live up to 
our moral obligations in time of emergency, but 
even they will not be happy about it if they see 
the laws being violated openly and not much ef- 
fort being made to prosecute. 

We all have confidence in C. E. Wilson as mobi- 
lization chief, but he will have to depend to a 
large extent on personne] already in Washing- 
ton. It is to be hoped that he will appoint—to head 
price and ration controls—men who are not pro- 
fessional government workers and men who do not 
desire for such controls to stay in effect any longer 
than is absolutely necessary. 

During the last war we had men at the head of 
these bureaus who acted as if they intended to keep 
these price controls permanently. Every effort 
should be made to keep out of the price-control 
personnel, people who are “pinkies” and have so- 
Cialistic inclinations. 

The regulations should be written in clear and 
positive language so that the businessman will 
know whether or not he is abiding by the regula- 
tions. A conscientious businessman likes to have his 
policies based on facts and a clear understanding 
of all laws and regulations. He does not like to be 
left dangling with uncertainties due to a lack of un- 
derstanding of what is expected of him. 
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@ Out of the new, modern Trimedge plant 
comes the latest addition to the Trimedge 
line, the new BON-Z-ITT Sink Frame. 
Quickly and easily installed—just four sim- 
ple steps. Sizes available for all Standard 
Types of Flat Rim Sinks—including Cast 
Iron, Pressed Steel, Stainless Steel and 
Vitreous China. 


Check These Advantages! 
100% SANITARY 
100% WATERTIGHT 
EASILY INSTALLED 
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Write today for prices and information 
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January, 1951 


Modern records system 
speeds turnover. assures 


INVENTORY 


CONTROL! 


by Edwin E. Maust* 


STOCK TURNOVER increased 
from 2.4 to 4.8 in two years after 
Barber and Ross Company, Inc., 
Washington, D. C., building supply 
dealers, introduced an Inventory 
Control system for millwork and 
hardware items, because it resulted 
in greater buying efficiency. 
Greater buying efficiency has 
meant increased savings. Greater 
profits reflect those savings. The 
card control system helps avoid 
overstocking and understocking. 
It reduced differences between 
physical and book inventory 18 


Charles 


Miller, ) 
clerk, checks the Inventory Control card with 


Barber and Ross inventory 


the actual] builders hardware on the shelf. Be- 
cause these lock-sets are a fast seller, he asks 
himself whether the minimum stock should be 


raised. Such periodic checking of inventory re- 


duced discrepancies 41 per cent within two years! 


per cent the first year, and 23 per 
cent the second year. 

It has proven not only a prac- 
tical and profitable undertaking 
for every department in the entire 
organization, but it has brought in- 
creased good-will to Barber and 
Ross from suppliers and customers 
alike. 

Let me illustrate with a specific 
example: Barber and Ross used to 
order 25 cases of the 3-inch door 
hinge regularly two to five times 
a month. Shipped and _ trans- 
shipped across country by motor 
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and freight, delivery took about 
three weeks. 

Studying the frequency of 3-inch 
hinge sales over a period on the 
control card, we decided that 1,200 
cases could be bought at a time. 
This move not only saved us $27 
in freight and 17 days in freight 
delivery, but obtained for us an- 
other 5-per-cent discount, for the 
supplier notified us that he could 
so plan production now that costs 
would be cut 

Furthermore, this long-range 
and better-cycled buying won for 
us greater good-will from the 
manufacturer. 

This could not have happened 
before the Inventory Control card 
system was introduced. Purchase 
orders by themselves could not 
have told the story. Only the con- 


* Edwin E. Maust, inventory control 
and pricing manager of the Barber 
and Ross Company, Inc., in Wash- 
ington, D. C., confers with Sales 
Manager Charles A. Hartman. Maust 
is bringing to the attention of Hart- 
man some outstanding stock-turn- 
over conditions revealed by the In- 
ventory Control reports. Maust is 
also pictured on the cover of S*B*S 
this month, working on a file of In- 
ventory Control cards. 





trol card giving purchases and 
sales over a long period could re- 
veal the growing trend in this 
humid area of using three 3-inch 
door hinges to prevent door warp- 
‘ng in place of the former use of 
two 4-inch door hinges. 

In placing 1,500 millwork items 
under control, one of our first 
steps was getting rid of old stock 
in moldings, casings, and other 
items sold by the lineal foot where 
there is a tremendous opportunity 
for overstocking. Our next step 
was getting rid of short-length 
stock. 

These were among our objec- 
tives when we installed our inven- 
tory control in January, 1948. 
Using 14 sliding-drawer file cases 
ef 975 cards each to place 14,000 
hardware items and 1,500 mill- 
work items under control, installa- 
tion took us about three months 
Experience has shown us, however. 
it can be done in 30 days. 

On each card were 
date, vendor, order 
quantity, net cost and discount. 
when the merchandise was _ re- 
ceived and in what quantity, and 
when and in what amount the 
merchandise was sold, with a re- 
corded balance after each posting. 
On the back of the card monthly 
sales were noted 

The information that the card 
control yields has changed some of 
our buying methods and_ has 
speeded up turnover. Only recent- 
ly we have transferred responsi- 
bility for re-ordering from the de- 
partment heads to the Inventory 
Control personnel, Our control 
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The front of one of the Inventory Control cards used by the Washington 
building supply company is reproduced above. It shows for: Ordered— 
date, order number, quantity; Sold—date, transaction, quantity, balance. 
The back of the flip-type cards shows vendors by number, and provides 
for monthly sales totals for seven years. In the picture below, Inventory 
Clerk Miller posts a ticket for locksets to the Inventory Control card. 


system proved the more reliable 
of the two. 

By means of red and blue sig- 
nals we keep the purchase and 
sales facts strikingly before us. 
Blue plastic strips indicate current 
sales and moving stock. Red sig- 
nais flash to our attention dead 
items that call for some kind of dis- 
position. 

Red signals recently made 
known to us oak shoes stored 
away under some other millwork 
item. We did not have to wait for 
inventory-taking time to get hold 
of that valuable but wasted ware- 


Srererrtyey rere 


house space. We placed them on 
special sale, retrieving at least 
cost. 

A card control relieves a buyer 
of remembering all the data on 
thousands of items—a task no 
buyer should be expected to 
carry. 

For each item we now have 
established minimum figures that 
are recorded on the control card. 
When a balance reaches that fig- 
ure, re-ordering takes place auto- 
matically unless some question 
arises, Then the department head 
is consulted. 

The control system has proven 
of immense value to our sales 
force. In phoning us to determine 
whether we have a_ sufficient 
quantity of an item on hand and 
how soon we can get it, the sales- 
men have spared our customers 
loss of time and labor when ma- 
terials were not available as be- 
lieved to be or promised. When 
customers find that you can give 
them some definite idea of ship- 
ping date so that they can put 
their men to work at other jobs, it 
increases their good-will toward 
you. 

With minimums established, the 
card control guards against under- 
stocking. Understocking means lost 
sales. 

The Inventory Control system 
has helped immeasurably in 
watching our costs in storage 
space. Merchandise not moving 
and occupying space is costly. We 


(See Inventory System Page 69) 
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AFTER 37 years in the same loca- 
tion in Dallas, Texas, the 45-year- 
old Lingo Lumber Company last 
month moved into a beautiful, new 
“home” at 5116 Hines Boulevard. 

Symbolic of Lingo’s success are 
the new office building of ex- 
ceptional modern design and the 
warehouses that are planned to 
utilize the most efficient methods 
of mechanically handling building 
materials. 

Previously located only 12 blocks 
from the business district of Dal- 
las, the Lingo Lumber Company 
moved about three miles out on 
a busy artery over which flows 
exceptionally heavy traffic. But 
the company offices and plant, 
separately located, occupy a tract 
of 8.5 acres. Of this area, 3.5 acres 
is paved with concrete and _ in- 
cludes a parking area large enough 
for 35 customer Cars. 

Of modern design with the Hoo- 
Hoo cat emblem in bold relief, the 
gencral olfice building contains 
4,800 square feet of floor space. 
Staff desks are arranged in a rec- 
tangle, Each desk is set well out 
from the wall to permit the use 
of attractive displays throughout 
the area where desired. 

The large, roomy structure is 
air-conditioned. The extensive win- 
dows of insulated glass are sur- 
mounted by wide canopies of red- 


Pioneer Dallas dealer designs 
new building supply yard tor 


MASS HANDLING 


wood for shade from the Texas 
sun, 

Most of the two acres of enclosed 
concrete paving is contained in 
the two 96x200-foot warehouses. 
Each is served by a 900-foot rail 
road spur. The sheds are without 
columns because the roofs are 
carried on wooden bow-string trus- 
ses, with glued, laminated beams 
spanning the full width of the 
structures. Each of these sheds 
will store a million feet of lumber. 

Lumber is unloaded from freight 
cars, sorted into packages of vary- 


(See Lingo Plant page 63) 
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Hoo-Hoo’s fame is spreading in 
Dallas, Tex., because the Lingo 
Lumber Company decorates its 
modern new building, as well 
as the company’s newspaper 
ads, with the “Black Cat” em- 
blem. W. M. (Mack) Lingo, Jr., 
shown above, is now president 
of the company and also a di- 
rector of six other lumber 
companies. He is well known 
in Southwestern dealer circles 
for his contributions to the 
success of 30-day training 
courses for lumber-yard em- 
ployees at Southern Methodist 
University. Dimensions of the 
new Lingo plant were designed 
to permit the best use of ma- 
terial-handling equipment. The 
company uses lift trucks that 
will raise 6,000 feet of lumber. 











MORE SALES 


MORE SALES per hour with few- 
er salespeople. 

More deliveries per day with 
less manual labor. 

Those were the two goals of 
officials of the Wright-Bachman 
Lumber Company in_ locating, 
planning, and equipping their 
new building supply yard in 
Charleston, W. Va., a year ago. 
And the sales volume and response 
of customers since then prove that 
those goals have been surpassed! 

The store traffic has more than 
doubled over the previous loca- 
tion since this super-market-type 
of building material headquarters 
was officially opened last year. 


PLASTER 
WINDOWS 
DOORS 
ROOFING 

SIDING 


Yet, Manager Robert Briggs is still 
searching for new merchandise 
that will further increase the 
traffic flow and net profits of the 
Wright-Bachman Lumber Com- 
pany. 

Before construction was started, 
engineers of the firm surveyed the 
proposed site and even made air- 
plane photographs of the location. 
Traffic counts were made at 701 
West Washington Street—a heavy 
Charleston traffic artery. 

The traffic count there is one of 
the highest in the area, but the 


A double stairway in the 
new store of the Wright- 
Bachman Lumber Company 
in Charleston, West Vir- 
ginia, leads up to the main 
offices and down to the 
warehouse. Materials are 
appealingly displayed and 
price-marked in the ware- 
house for easy selection by 
customers. 


This W. Va. dealer 
located his new 
yard and equipped 
it to profit from 


PER HOUR 


with fewer sales people! 


only way to stop it was to provide 
parking. Consequently, parking for 
100 cars is provided at the 
Wright-Bachman store. A railroad 
siding is at the rear. 

The new building is made of 
buff brick, concrete blocks, and 
structural steel. It is 112 feet wide 
and 200 feet long. The sales floor— 
a small department store of build- 
ing supplies—is located in the 
front in a space 112 by 30 feet. 

A section of the center above the 
salesroom is an enclosed mezza- 
nine floor, reached by stairs. Used 


The new building of the 
Charleston building-sup- 
py firm was set back 
from the hustling high- 
way and paved in front 
and alongside the long 
warehouse for ample 
parking and easy load- 
ing. A 10-ton fork-lift 
truck swings palletized 
materials or steel- 
strapped lumber onto the 
trucks of customers and 
the company for speedy 
delivery. The truck saves 
labor inside the ware- 
house—as well as out- 
side in the yard. 


sel 
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for offices, this balcony overlooks 
both sales floor and main ware- 
housing area. This permits the 
manager, when seated at his desk, 
to look to the right and see the 
length of the main yard or to look 
to the left and see most of the 
main sales floor. He looks through 
sample windows, taken from stock 
and installed and price-marked, 

The main warehousing area is 
divided by steel posts into two 
bays, 56 feet wide and 180 feet 
deep. 

A dominating feature of the new 
Wright-Bachman sales fluor is a 
large sign over a stairway direct- 
ing the customer to the main ware- 
house. An innovation in lumber 
and building-supply merchandis- 
ing is the use of displays and the 
pricing system in the warehouse. 

Here the customer finds dis- 


ece More 


plays of moldings, plywood, ce- 
ment, wallboard, windows, doors, 
and other materials. An example 
is the display with a large sign 
reading “Plywood Bargain Cen- 
ter.” In it customers find a large 
assortment of odd-sized plywood 
pieces—all price-marked. These 
pieces are left over from cutting 
stock sheets of plywood to order. 

All lumber and most weighty 
building materials are palletized 
and handled by a 10-ton fork-lift 
truck. The operation was designed 


deliveries 


with less manual labor? 


for fast mechanical handling to 
eliminate most hand labor. 

The pallets are 4 by 8 feet. The 
husky lift truck is used for un- 
loading railroad cars and trucks, 
for stacking materials in the ware- 
house on pallets, for loading the 
trucks of customers and the firm. 

Much lumber is packaged with 
steel tape. The bundles are marked 
with the number of feet of lumber 


Three individual- 
ized sales count- 
ers — instead of 
the usual long 
one — permit 
more _ personal 
attention to cus- 
tomers in the 
new Wright - 
Bachman §ssstore, 
as the photo a- 
bove shows. The 
sample board of 
wood moldings, 
seen at right, has 
speeded up the 
selection — and 
increased t he 
sale — of mold- 
ings. The case- 
ment wood win- 
dow and floor- 
support jack 
shown at left are 
just two of the 
stock materials 
well displayed. 
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to save some handling and count- 
ing. This speeds handling and de- 
livery to the job site. It also saves 
time in writing up the order. 

A basement section under the 
front of the store houses a shop, 30 
by 100 feet. Here sawing, planing, 
fabrication of screens, and other 

(See More Sales Page 75) 
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OF ALL the stock home plans that 
the West Point Manufacturing 
Company has offered residents in 
and around West Point, Miss., the 
most popular has been the one pic- 
tured here. Labeled “The Green- 
wood” it was first published by the 
Standard Homes Company of Ral- 
eigh, N. C., in its 1941 plan book 
entitled “Better Homes at Lower 
Cost Designed for the South.” 
According to T. B. Miller, secre- 
tary of the West Point contracting 


dealership, 18 houses of this -de-~ 


sign have been built by this firm 
in western Mississippi—with varia- 
tions, of course. 

Some buyers needed three bed- 
rooms, so they selected an alternate 
plan 1.5 feet wider, with the kitch- 
en and a screened porch appended 
at the rear in place of the stoop. 
This permitted a third bedroom 
between the rear corner bedroom 
and dining room. 

Others ordered a garage, at- 
tached with breezeway to the in- 
viting front porch 








BED ROOM 
15-0://6 


BED ROOM 
1350. M6 


KircH, CJ 
1 Yoltle 


Nearly all of the Mississippi 
houses have been sided with asbes- 
tos shingles, although the design 
looks equally attractive finished in 
brick veneer or drop siding. 

Winning features of this ““Green- 
wood" plan, Dealer Miller has 
found, are the window seat behind 
the multi-paned or picture-type of 
window overlooking the _ front 
porch; the latticed “columns” of the 
porch; the scalloped trim along 
the roof lines, and the separate din- 
ing room instead of the more usual 
dining nook in the kitchen. 

The compact, simple arrange- 
ment of this modern home permit 
minimum construction costs, 

The flower box and shutters at 


DINING 
ROOM 
l00.1-6 


LIVING ROOM 
176°115-0 


PORCH 
20:7" 
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Mississippi dealer’s best seller is a 


COZY WHITE BUNGALOW 


the window of the front bedroom 
appeal to homemakers. 

The central hallway 
space for central heating and al- | 
lows access to the kitchen without 
intrusion on privacy in the living 
room. 

The bedroom windows and doors 
are located so as to leave maximum 
wall space for arrangement of beds 
and other furniture. 

Blueprints and specifications for 
the “Greenwood” home plan are 
available at a cost of $20.00 for the 
two sets required for FHA loans, 
with additional sets costing only 
$2.00 each. 

The plans may be obtained from 
the Standard Homes Company, Box 
1919, Raleigh, N. C. This firm 
gave S*B*S permission to repro- 
duce this popular copyrighted 
Home Plan—second in our exclus- 
ive “Dealer's Popular Home Plan” 


Series 


provides 


Which Plan of Yours Is 
Most Popular, Mr. Dealer? 


Because Southern and South- 
western building material dealers 
are eager to see and study the most 
popular Home Plans originated and 
used in S*B*S territory, we are 
eager to know about plans that 
dealers find most popular locally. 

So, if your organization has de- 
signed or obtained an unusually 
popular Home Plan, Mr. Dealer, 
why not drop us a line about it? 
Better still, just mail us a blue- 
print or photograph of your Most 
Popular Home Plan! 

Send it to Home Plans Editor, 
SOUTHERN BUILDING SUPPLIES, 806 
Peachtree St., N. E., Atlanta 5, Ga. 
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CITY lumber dealers usually sup- 
ply materials to customers in sub- 
urban areas. But it isn’t often that 
a small dealer—like the Adams 
Lumber Company in Conway, Ark., 
a town of 8,000 people—does a 
flourishing business in near-by 
cities. 

According to B. G. Adams, the 
owner, his firm gets this extra 
business because “the customer 
knows he’s getting his money’s 
worth when he buys one of our 
houses.”” The frame houses Adams 
built in 1950 ranged in price 
from $5,400 to $5,800, exclusive 
of lot. His houses are another proof 
that economical construction is 





sold and built by Smatl-Town dealer 


possible through means other than 
mass production or prefabrication. 

Every morning Adams’ materi- 
als and his construction crew roll 
out of his neat little yard on their 
way to the job—usually in a city 
several times the size of Conway 
and frequently in the next coun- 


Homes for $5,400 (left) and 
$5,700 (right) — like’ those 
shown below —are giving the 
Adams Lumber Company a rep- 
utation of offering the most for 
any customer's money in small 
homes. Located in Conway, 
Ark., a town of 8,000 people, 
the Adams firm is selling mate- 
rials and building homes in 
many larger cities near-by in 
two counties. At the top of the 
page, Owner B. G. Adams 
shows a prospect pictures of 
houses his firm has built—all 
of which were architect- 
designed. 


ty—to finish bright white frame 
two-bedroom houses. 

These houses meet all FHA min- 
imum requirements. They have 
oak floors, rock-wool insulation, 
solid masonry foundation, and an 
attic fan. 

Believing that the home-owner 
still prefers the individually-con- 
structed house, on a lot he selects 
and buys himself, Adams searched 
for a young architect who could 
work with him to achieve economy 
construction. His choice was a 
young man who was working in a 
large office but wanted to branch 
out on his own—and who was alse 
a carpenter! He now draws plans 
for Adams at a charge of 242 cents 
a square foot, and then does part 
of the carpentry work on the house. 

Hearing about the service from 
others who have built homes, peo- 
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By S. W. Ellis 


ple seek out the Adams Lumber 
Company. 

Although the architect does not 
draw complete plans for all houses 
built, his services are often needed 
to alter stock plans. ‘Few people 
build a house from stock plans 
without some changes,” Adams 
points out. “If the changes are im- 
portant, it saves time and money 
to have them made by an architect 
before construction starts.” 

Adams acts as his own general 
contractor, sub-letting plumbing 
and wiring. But he sells the plumb- 
ing fixtures himself. 

A picked crew of Conway car- 
penters goes on every Adams job. 
They have worked together so 
long that they are able to do fast 
work. They union wages 


cnarge 








prevailing in Conway no matter 
where they go on an Adams job. 

“We've found that it pays to play 
up the fact that every part of the 
home is constructed on the job,” 
Adams says. 

When a prospect comes to Ad- 
ams to talk about a home, he is 
first shown several plan books and 
a portfolio of Adams homes al- 
ready built. A local commercial 
photographer takes two views of 
every Adams house as it is fin- 
ished—one from the front, the oth- 
er from the side. 

Adams features three prices— 
$5,400, $5,700, and $5,800. The 
prospective customer sees approx- 
imately what he can get by look- 
ing at pictures and the blueprints 
of houses. 

Knowing that the average per- 
son does not understand what to 
look for in home construction, Ad- 
ams explains selling points and 
specifications as he talks. And this 
lesson in construction, given to 
each customer, pays 
Practically every homebuyer tells 
his friends about the details of 
construction. 

More new customers are secured 
through people who have bought 
an Adams home than through any 
other medium. Adams keeps his 
name continually before prospects 
through advertising, but he insists 
that his customers are the sales- 
men who close most of his con- 
struction deals. 

Highway signs placed on all 
highways out of Conway play up 
the slogan that is the basis of all 
Adams advertising—“Your Only 
Real Security is A Home of Your 
Own.” That motto even appears on 
company letterheads. 

Adams has built houses for sev- 
eral years on speculation, adhering 
to FHA minimum requirements. 
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PLUMBING NOISES Can Be Stopped 
Asserts Staff of Plumbing Bureau 


PLUMBING NOISES annoy many 
a household needlessly, according 
to the Plumbing and Heating In- 
dustries Bureau. 

Manufacturers of plumbing fix- 
tures are making every effort to 
reduce noise connected with oper- 
ation of their new equipment. But 
even in older systems, the cause of 
such noises can frequently be 
tracked down by “skillful detec- 
tive work of a plumber” and rem- 
edied. 

One of the most frequent causes 
of noises is a water supply pipe 
that is too small, forcing the water 
to travel through it at a greater 
speed. The bureau cautions against 
use of small pipe to save on pri- 
mary building costs. 

The most common noises are 
water hammer, whistling, and 
chattering. 

The easiest type to correct is wa- 
ter hammer. If the ordinary type 
of air chamber will not prevent 
water hammer, special devices 


known as shock absorbers should 
be installed on the main line near 
the meter or as close as possible 
to the noise source. Occasionally 
water hammer is caused by condi- 
tions outside the house or even in 
a neighbor’s water main. 

Water hammer is a danger sig- 
nal of what is happening in and to 
the pipes, for such vibration ulti- 
mately will cause leaks in tanks 
or piping if not corrected before 
it is too late. 

Loose pipes, rubbing of pipes 
against a metal projection, worn 
faucet washers, or other loose in- 
side parts are responsible for chat- 
tering. Occasionally a noisy water 
meter may be responsible. 

A pressure-reducing valve can 
be used to stop whistling caused 
by water flowing through a too- 
small pipe. Whistling is most com- 
mon at bends and tees, so the 
more nearly straight the plumbing 
pipes can be laid, the less chance 
whistling will ever occur. 





The Adams Lumber Company is 
not a price cutter. Yet it feels that 
conditions in the industry make it 
necessary to uphold a second slo- 
gan that he plays up on billboards 
and in other advertising: “We 
Won't Be Undersold.” 

In his buying practices for 
achieving economies in home- 
building, Adams realizes savings 
by buying short lots wherever 
available and products of a few 
small manufacturers. But in his 
store, where he caters to a large 
drop-in trade, he features well- 


‘Your only real Security 
to a Home of your Own * 


mom 


S/o F.H.A. LOANS 


BE UNDER SOLD’ 


___- a 


known brands of merchandise 

Much of his day-by-day volume 
comes from people who have al- 
ready bought Adams homes. Now 
they are adding the extras that 
every home-owner wants—fences, 
garages, breezeways, extra rooms, 
and even pens for chickens and 
rabbits. 

Adams assists his customers 
with all of these, drawing plans 
for extra rooms, garages, and 
chicken coops, because he has con- 
vinced customers that he offers 
the most for their money! 


The Adams Lum- 
ber Company has 
two mottoes — 
“Your only real 
security is a 
home of your 
own” and “We 
won't be under- 
sold.” After of- 
fering architect- 
designed homes 
for from $5,400 
to $5,800, exclu- 
sive of lot, Own- 
er Adams finds 
many people 
from out of town 
are seeking out 
his firm. Bill- 
boards like this 
one lead the 
way. 
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Ose heating system 


to provide low - 
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HOME “EXTRAS” 


IN ADDITION to keeping the oc- 
cupants of a home comfortable, a 
warm-air heating system has other 
practical applications that can 
provide additional conveniences to 
homes without adding much to the 
cost. 

The National Warm Air Heating 
and Air Conditioning Association 
suggests a number of these “ex- 
tras” for solving small household 
problems. 

Dish towels hanging on a rack 
in the kitchen, for example, not 
only detract from the tidiness of 
the room, but also collect dust, es- 
pecially when wet. To add to the 
fastidious housekeeper’s enjoyment 
of her kitchen, a warm-air regis- 
ter can be installed in the floor 
under the sink cabinet. 

Towels placed on racks in this 
cabinet are dried sanitarily and 
quickly by the warm air. But cab- 
inet doors should have grilled 
openings to permit positive circu- 
lation of air in the cabinet and the 
free flowing of warm air to make 
this area comfortable. 

If placed in the lower part of the 
cabinet doors, these grilles let out 
heated air to keep the housewife’s 
feet warm at the sink, where she 
spends so much of her time. 

The laundry area, too, can bene- 
fit from adding an “extra” to the 
warm-air heating system. By in- 
stalling an extra-large register in 
the side of the warm air duct run- 
ning through the laundry room or 
basement, clothes can be dried in 





a hurry in damp or cold weather. 

In homes where the utility room 
is necessarily small,)a built-in dry- 
ing cabinet is easily constructed 
from sheet metal or other materi- 
al, Such a cabinet consists simply 
of an enclosure built around a 
warm air outlet, with doors and 
racks for hanging up the clothes. 
The doors should be shorter than 
the cabinet, or grilled, to provide 
an opening at the bottom for dis- 
charge of air to insure proper cir- 
culation. 

A small warm-air outlet built 
into the coat closet assures guests 
of a warm departure as well as a 
warm welcome, For nothing else 
chills a friendly good-bye like don- 
ning a well-refrigerated coat that’s 
been hanging in an unheated guest 




















nN 7 
SHEET METAL FLOOR 
WITH DRAIN FACILITIES 


WARM AIR REGISTER 


GRID’ FOR 
OVERSHOES 


closet. The hospitable host can do 
away with this unpleasantness 
merely by making fuller use of his 
warm-air heating system. A 4-by- 
6-inch register served by a small- 
size duct generally will do the 
trick. 

Such a register can easily be in- 
stalled in a house already built and 
can be planned into a new home 
inexpensively. At least a half-inch 
clearance should be provided be- 
tween the bottom of the closet door 

(See Home “Extras” Page 77) 
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UNDER-SINK TOWEL DRYING 











Many salable advantages can be 


added to modern 


homes that 


have a warm-air heating system 
merely by adding a small duct 


and 


register here and there. 


The laundry, at left, has been 
turned into a drying room. The 
sink, above, has been provided 
with a sanitary place for dish 


SPECIAL REGISTER FOR LAUNDRY DAY 
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NOW THAT mortgage credit 
terms on homes and other light 
construction are stiffer—and ap- 
praisals are tighter—it is more 
important than ever that con- 
tracting dealers and those who 
supply bills of goods to homebuild- 
ers be certain that materials and 
labor costs are estimated carefully 
and accurately. 

To S*B*S editors, this simply 
means that a dealer had better get 
himself a reliable and economical 
estimating system, if he has not 
already latched on to one. Hence 
we begin, with this article, a new 
series on the estimating systems 
and methods that successful build- 
ing material dealers now use. 

Which type of estimating sys- 
tems do you use? 

The Chilcutts, who operate three 
building supply yards in Colum- 
bus, Macon, and Kosciusko, Missis- 
sippi, swear by “Brownlee’s Sim- 
plified Estimating and Practical 
Unit Selling.”” Published by Robert 
O. Brownlee, secretary-manager of 
the Tennessee Building Material 
Association and former manager of 
the Knoxville Small Homes Bu- 


Article No. I on use 


of Home _ Estimating 


Systems by Dealers 


In three lumber yards, this 
Miss. dealer relies upon 


SIMPLIFIED 
.. ESTIMATING 
SYSTEM 


reau, this Estimating System is be- 
ing used by dealers, builders, and 
contractors throughout the South 
and elsewhere in the nation. 

Here’s what Jack Chilcutt, vice- 
president of Ben F. Chilcutt and 
Sons, Inc., and president of the 
construction firm of Housing, Inc., 
in Columbus, Miss., has to say 
about Brownlee’s Simplified Esti- 
mating System: 


“We use the system to figure our 
cost on most of our residential con- 
struction. This system is used by 
our estimators at our yards in 
Macon, Columbus, and Kosciusko 
We have found it to be a simpli- 
fied, very accurate, and very uni- 
form system of estimating ou: 
costs. 

“We believe that if this Esti- 
mating System is used as the 
author intended it to be, it would 
be of value to all contractors and 
all retail building material com- 
panies. We have found that when 
using this system, we can estimate 


Jack Chilcutt, vice-president of Ben F. Chilcutt and Sons, Inc., operators 
of the New Home Building Stores in Columbus, Macon, and Kosciusko, 
Miss., has found Brownlee’s Simplified Estimating System the fastest, 
safest, and easiest to use in figuring the costs of new homes or other 
light structures. At top of page (and on our cover) he is seen filling in a 
job estimate form from the handy “local cost figures” section of the 
Brownlee system. In the photo above, Chilcutt goes over the estimated 
cost of a stock house plan with a fair prospect. 
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within 1 per cent of our actual cost. 

“We have tried to get smaller 
contractors, who buy from us, to 
use this system as it would be 
some insurance against their tak- 
ing the job too cheap. We believe 
this system can be used profitably 
by everyone in the contracting 
business.” 

Among the several methods 
generally used in estimating con- 
struction costs, the Item Method, 
Square Foot Method, and Cubic 
Foot Method rank in that order in 
frequency of use. 

The Item Method is the one in 
which the estimator makes a list 
of each and every item of material 
that must be used to complete the 
building. It is the basis upon 
which every estimating system is 
built. 

When several cost estimates 
have been made for structures 
with similar sizes and specifica- 
tions, it is helpful to reduce this 
over-all cost to a basis of cost per 
cubic foot of building. When 
properly developed, this Cubic 
Foot figure is quite helpful in ar- 
riving at an approximate cost. But 
it should never be considered ac- 
curate enough to justify being used 
for executing a construction con- 
tract. 

The basis of Brownlee’s Simpli- 
fied Estimating System is_ the 
Square Foot Method combined 
with “unit figures’ on such items 
as windows and doors. Constantly 
confronted with buildings of dif- 
ferent types, sizes, and specifica- 
tions, the estimator can not prac- 
tically develop square-foot-cost 
figures of much dependability. 

“However,” explains Author 
Brownlee, “when an estimator is 


(See Estimating System Page 70) 


Neatly constructed with modern materials and methods, the Chil- 
cutt’s New Home Building Store in Columbus, Miss., exemplifies its 
wares and its two slogans: “Retail Distributors of Everything to 
Build Anything” and “Newer Things for Better Living.’ The yard 
catches the eye of motorists on the Tuscaloosa highway. 





This building supply store in Columbus, Miss., is full of modern 

merchandising ideas and persona] service. Above, Jack Chilcutt sells 

a farmer some paint, while Ray Chilcutt helps a housewife select 

wallpaper pattern. A Negro maid, below, cleans up the Columbus 
store every day, dusting each display item and fixture. 
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NEW STORE stimulates sales! 


“YOU MEAN that new store on 
Dowd Road?” the taxi driver asked 
as we gave him the H and S Lum- 
ber Company as our destination. 
“Td like to have a house as modefn 
as that building!” 

This Charlotte, N. C., store ap- 
parently has made the same im- 
pression on all who have seen it 
since its completion about a year 
ago. 

Typical of present-day solar- 
house architecture, the H and S de- 
sign—with its glassed-in front— 
has lines still simple enough for a 
building supply store. 

Its brick walls are painted white 
and trimmed with cypress wood. 
Framework on the awning-type 
windows is painted a matching 
brown. The main display area is 
several feet higher than the offices 
and other sections. Two signs across 
the multi-windowed front identi- 
fy the “H & S LUMBER COM- 
PANY.” It was named for the top 


By HELEN G. MATTHEWS 


officials, President John F. Heinz 
and Vice-President and Treasurer 
W. M. Spurrier. 

Merchandise displays on the in- 
side are as up-to-date as the attrac- 
tive store exterior. Like materials 
are grouped together in such a 
manner as to give the store a neat, 
uncluttered appearance. 

As the prospective customer en- 
ters the store, one of the first 
things that catches his eye is the 
planning nook at the right of the 
entrance. One wall has a rack that 
holds home-plan books. Above this 
rack are three built-in niches, re- 
cessed in the wall, that hold dis- 
play posters for various products. 

At right angles to the home-plan 
rack, forming the other wall of the 
“nook,” is another rack holding 
over 100 different pieces of free 


Specializing in 


product literature. On the other 
side is a slanting table-top shelf 
where prospective home-owners 
can leisurely turn through pages 
of books on decorating, remodeling, 
and building. 

By making a deposit, anyone in- 
terested in further study can take 
plan books home. This deposit— 
refunded in full when the book 
is returned—usually equals the 
price plus about 10 cents. In case 
the book is not returned, the extra 
dime helps pay for the few books 
that inevitably “disappear.” 

Like those of many other modern 
functional building supply stores, 
the walls are made of a variety of 
the firm’s own materials to display 
their use. The H and S interior 
walls are covered by plywood with 
a variety of veneers. 

Among these patterns and ve- 
neers used are Korina, figured 
gum, horizontal gum planking, 
horizontal and vertical Weldtex 
blocks, etchwood paneling, sliced 
oak. Knotty pine with both pick- 
wick and V joints, random width 
redwood and oak paneling, and 
tidewater cypress are also used. 

Paints, too, have a “nook” to 


“package” homebuilding 


jobs, the H and S Lumber Company helps 
customers get off to a good start by fea- 
turing this planning “nook” to the right 
of the entrance door. At right angles to 
the rack, seen at left holding dozens of 
plan books, is a table-top counter with 
chairs for customers to browse leisurely 
among ideas for floor plans, furniture ar- 
rangement, and color schemes. It is seen 
at right, on opposite page. On the back of 
this display is a rack holding free litera- 
ture On products. 
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THE SHAPE of controls to come as 
a result of the towering threat of 
Communism’s desire for world con- 
quest were outlined starkly early this 
month by the activation of federal 
emergency agencies to administer vol- 
untary pricing and wage and anti- 
hoarding regulations. 

President Truman’s declaration of 
the existence of a national emergen- 
cy on December 16 permits revival 
of many suspended permanent stat- 
utes. His establishment in the execu- 
tive office of the Office of Defense 
Mobilization, with General Electric’s 
Charles E. Wilson as director, held 
promise of business-experienced ad- 
ministration of emergency controls 
and regulations. 

Wilson wasn’t long in_ shifting 
IT&T’s William H. Harrison from the 
National Production Authority to di- 
rector of the Defense Production Ad- 
ministration. In this post Harrison 
will have authority over industrial 
output, allocations and _ priorities, 
transportation and manpower, DPA 
thus will be a sort of planning agen- 
cy comparable to the old WPB but 
yet without its administrative du 
ties. 

At the same time Michael V. Di- 
Salle was made director of price stab- 
ilization in fact as well as name. 
Alan Valentine continues as admin- 
istrator of the Economic Stabiliza- 
tion Agency. 


PRICING STANDARDS 


On December 18, Valentine issued 
the Economic Stabilization Agency’s 
Price Procedural Regulation. It gov- 
erns “the promulgation of ceiling 
price regulations, applications for ad- 
justment, petitions for amendment, 
protests and interpretations, all relat- 
ing to price stabilization.” 

A complicated document of about 
7,000 words, this pricing regulation 
is patterned closely after the old 
PR-1 published by the Office of Price 
Administration during World War 
II. It establishes as “fair prices” gen- 
erally those prevailing December 1, 
1950. 

From the dealer’s viewpoint, the 
ESA regulation provides the follow- 
ing: 

“As applied to the distribution 
trade (wholesale and retail), gross 
margins may not be increased above 
the June 1950 level if net dollar 
profits before taxes of the distributor 
are equal to or in excess of average 
net dollar profits before taxes of the 
distributor in the period 1946-1949. 

“Distributors may not increase their 
prices on the basis of increases in re- 
placement costs or market costs. Mar- 
gins may be added only to inventory 
cost actually paid. 

“In determining whether a price in- 
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CONTROLS tha 


may affect Your Business 


crease is permissible under the above 
standards, sellers must base their 
determination only upon actual ex- 
perience. It is not permissible, un- 
der the standards, to raise any price 
on the basis of a forecast of condi- 
tions that may prevail at some later 
date or of costs which are estimated 
without experience.” 

Thus ESA says that wholesale and 
retail distributors may not, after De- 
cember, 1, 1950, increase their mark- 
ups above the levels of last June if 
their net profits remain equal to or 
larger than the 1946-49 average. 


WAGE REGULATIONS 


On December 22 Administrator 
Valentine issued the ESA’s Wage Pro- 
cedural Regulation. It ‘delineates the 
the procedures by which interested 
parties, either company managements, 
employees, or labor-union officials, 
may file petitions regarding wage 
stabilization regulations, and _ the 
steps toward reaching a decision on 
each such petition.” 

This order followed the ESA’s 
freezing of wages in the automobile- 
manufacturing industy until March 
1. However, the order does not 
freeze wages solid in any industry 
“during the emergency.” 


SCARCE MATERIALS 


Under Section 102 of the Defense 
Production Act, the National Produc- 
tion Authority issued NPA Notice 1 
on December 27 for “Designation of 
Searce Materials.” The regulation 
provides that: 

“In order to prevent hoarding, no 
person shall accumulate (1) in excess 
of the reasonable demands of busi- 
ness, personal, or home consumption, 
or (2) for the purpose of resale at 
prices in excess of prevailing market 
prices, materials which have been 
designated as scarce materials or ma- 
terials the supply of which would be 
threatened by such accumulation.” 

The materials listed as “scarce” in- 
clude cast-iron pipe and fittings, gyp- 
sum board products, insulation and 
insulation material in which pulp is 
a component, portland cement, ben- 
zene and other chemicals, all kinds 
of lumber, softwood plywood, wood 
pulp, hog bristles, paper and paper- 
board products, iron and steel and 
most other common metals and miner- 
als. 


RENT CONTROL 


The Housing and Rent Act was 
amended on December 20 to ex- 
tend the limit for community action 
to continue federal rent control from 
December 31 to March 31. 

The amendment validates all local 


governing council action on rent con- 
trol whether adopted by simple reso- 
lution or by oordinance. This action 
was said to be taken to allow Con- 
gress to draw up new legislation on 
rent control. 


EQUIPMENT PRIORITY 


Building material dealers who are 
contractor or subcontractors on mili- 
tary contracts may find assistance on 
buying necessary production equip- 
ment through use of the new “DO-98 
priority rating for the Department of 
Defense. Use of Form NPAF-2 is 
required for priority expediting of 
such production equipment. 


CONSUMER CREDIT 


Recent additional interpretations to 
Consumer Credit Regulation “ 
deal with over-allowances on trade- 
ins; disallowance of consumer’s la- 
bor in figuring cash price of ma- 
terials, articles, and services com- 
prised in items listed under Group D; 
refinancing of installment sale of un- 
listed articles, and necessity for state- 
ment of borrower. : 

Concerning FHA Title I Credit Ap- 
plications and Down-Payments, the 
Federal Reserve Board holds that it 
will not be necessary to also com- 
plete a “Statement of the Borrower’ 
as provided in Section 4-d of Credit 
Regulation “W” when FHA Forms 
FH-1 and FH-9 are properly com- 
pleted by the borrower. 

Additional interpretations by the 
FRB to Residential Real-Estate Cred- 
it Regulation “X” deal with allow- 
ance for builder’s profit and costs of 
sale, preservation of records of trans- 
actions, status of fraternity houses 
under regulation, and maximum ma- 
turity allowed for converted short- 
term construction credit. 


Among The Wholesalers 


SAN ANTONIO, TEX.: More than 
800 persons attended the recent open- 
ing of William Cameron and Com- 
pany’s new plant in the 1400 block 
of Comal Street. The firm has been 
a wholesaler of building materials 
in the San Antonio vicinity for 28 
years. 


NEW ORLEANS, LA.: The Gulf 
States Plywood Company now dis- 
tributes Celotex building products in 
this area. 





The Only Cure 


According to the Economic 
Research Department of the 
Chamber of Commerce of the 
United States, in its December 
‘50 bulletin, ECONOMIC IN- 
TELLIGENCE: 

“The only cure for rising 
wage-price spirals is a tough 
fiscal and monetary-credit pol- 
icy which will keep money 
spending in line with the sup- 
ply of goods. This means bal- 
anced budgets and tight over- 
all credit controls. To urge re- 
laxation of credit controls may 
be asking unwittingly for price 
controls!” 


BBP PBPBPFI BBD DLP PPP 
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WESTERN 
EUROPE 


as John Watson* 
saw it on autumn 
anniversary trip 


WE SAILED from New York Sep- 
tember 9. The Queen Mary was 
not at all crowded and it was a 
calm crossing. The dignitaries on 
board going east were our former 
ambassador to Great Britain, Mr. 
Lewis Douglas; Mr. Ernest Bevin, 
British Labor Minister, and their 
wives. 

We arrived in London the night 
of October 4. The gas strike was 
still on, so it had all the aspects of 
what I suppose wartime London 
“felt” like. The next morning, we 
took the Flying Scot for Edin- 
burgh. This is one of the crack 
British trains. It goes through 
what is designated as the Midlands. 
The station at York had been 
completely bembed out, and 
there are evidences of German ac- 
tivity in several other towns in the 
Midlands. 

Surprising was the extent that 
English farming had become 
mechanized. Practically 90 per 
cent of the farm work is now done 
by tractor or other mechanical 
help. The English country is wel) 
manicured and carefully scrubbed 
and brushed, with miles upon 
miles of beautiful stone fences. 

Edinburgh, a city of some 250,- 
000 people, in many respects, is a 
small London. Building activity 
in Edinburgh and her suburbs 
was quite impressive. It is the 
heart of the Scotch whiskey manu- 
facturing activity, and is heavily 
interested in textiles and paper 
fabrication. 

One motor trip from Edinburgh 
took us to Melrose, a beautiful old 
abbey. Another trip was to Drys- 
burg, burial place of Sir Walter 
Scott, the late Field Marshal Sir 
Douglas Haig, and Lady Haig. We 
made a Sunday trip up to the 
Trossachs, the wild country at the 
edge of the Scotch Highlands, 
made famous by Sir Walter Scott 
in “Lady of the Lake.” We went 
to Loch Lomond; however, the 
monster was not active on this 
particular Sunday, We came back 


* JOHN S. WATSON is Southeastern regional manager of the Libbey- 
Owens-Ford Glass Company and past-president of the Atlanta Chapter 
of the Producers Council. He is seen, above, with Mrs. Watson de- 
scending the stairs to Deck R of the Steamship Queen Mary. This is 


his abbreviated account of 


their Silver 


Anniversary tour of the 


British Isles and Western Europe last fall. 


by way of Glasgow and saw the 
shipyards where both the Queen 
Mary and the Queen Elizabeth 
had been built. 

Returning to London on Octo- 
ber 8, we spent the next four days 
in London visiting the usual 
things: Westminster Abbey, St. 
Paul’s, Downing Street, Fleet 
Street, Threadneedle Street, the 
Guild Hall, British Museum, Her- 
rod’s Department Store, Self- 
ridge’s Department Store, parks 
and zoos. London still shows many 
scars from the blitz. Near St 
Paul’s Cathedral, several blocks 
are still as flat as a pancake, The 
British, with their traditional dry 
humor, say that some good came 
from the bombing, because now 
they can really see St. Paul’s Ca- 
tedral in “perspective.” 

The building activity in London 
is considerable, but most of the 
work being done is more in the 
way of repair than it is new con- 
struction. The new House of Com- 
mons is just completed, and built 
to be a replica of the old House. 
London, as you know, is a city 
that is built on the horizontal, 
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rather than the vertical. The 
average height of the buildings in 
London is only about five stories. 
I believe the highest building is 
the new House of Lords Building, 
only 18 or 19 stories. 

The English are wonderfully po- 
lite and The way they 
queue up for rides on buses, un- 
derground subway, food, and cin- 
amazing to an American 
the pushing, elbow- 
our larger 


patient 


ema 1S 
who is used t 
ing, and shoving in 
cities. 

The English diet leaves much to 
most monotonous 
on starches with- 
ry products to give 
it good balance. On the other 
hand, the average height of Eng- 
lish children during the past 10 
years of austerity increased 
over 1% inche 
On Octobe 
sels via Dove 
Belgian count 


be desired. It 
and leans ha 
out enough d 


has 


13 we went to Brus- 
-Ostend-Ghent. The 
yside is immaculate 
and not a single foot of ground is 
wasted. They had even planted 
what was eit! cabbage or sugar 
beets up to the railroad ties! 

We were in Brussels shortly aft- 
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er the difficulties that followed 
the attempted return of Leopold 
to the Belgian throne. The people 
of Brussels were overwhelmingly 
pro-Leopold, so they were not feel- 
ing too well that a minority had 
been able to defeat their will for 
the second time. We were told that 
the Socialist Premier Spaak, who 
was so violent in his opposition to 
Leopold’s return, was motivated 
principally by the fact that Leo- 
pold married the daughter of a 
governor of a province of Belgium, 
rather than Spaak’s daughter. 

Belgium in general—and Brus- 
sels in particular—is very prosper- 
ous. The Belgians have ample 
steel, cement, textiles, and glass. 
These materials are all in short 
supply throughout the world, and 
the Belgians have learned, from 
past experience, that when the 
tide is in their favor, they have to 
make money just as fast as they 
can. 


The battlefield at Waterloo, on > 


the Brussels-Paris road, was an 
enjoyable and _ instructive side 
trip. I don’t see how Napoleon 
could have possibly lost the Battle 
of Waterloo. But it was in the days 
before the armies had much of a 
chance to “see” where they were 
going—no air corps at Waterloo. 

From Brussels a night train took 
us through Luxembourg, corner of 
France, and a little strip of Ger- 
many, into Switzerland. Lucerne 
is in the middle of the Swiss 
Alps, and due to the speed and ef- 
ficiency ; with which the Swiss 
electric railways operate, it is pos- 
sible to see almost all of Switzer- 
land within a few days. We spent 
one day at Zurich, another at In- 
terlocken, and made one trip up 
Mount Pilatus, close to Lucerne. 

Switzerland is the most amazing 
country we visited. Practically ev- 
eryone in Switzerland seems to 
have a command of English, Ger- 
man, French, as well as their own 
Swiss language, and I understand 
that three languages are required 
of Swiss children in grammar and 
high schoo] activity. 

The Swiss seem to be the only 
people in Europe not particularly 
jittery about the future. They at- 
tribute most of their good luck to 
the fact that every other European 
looks to Switzerland as Valhalla. 
For that reason, no ruler in Eu- 
rope would dare to involve the 
Swiss in war. They are a clean, 
hardworking and notoriously hon- 
est people. This is one of the few 
places in the world I suppose 
where you can go and be perfectly 
sure that your valuables and per- 
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sonal property are quite safe in 
your hotel room, in your automo- 
bile, or any other place that you 
leave them, should you fail to put 
them under lock and key. 

Incidentally, the conversion of 
dollars into English pounds, Bel- 
gian francs, Swiss francs and 
French francs seems complicated 
at first. But after the first shock 
wears off, it really isn’t as hard as 
you think it is going to be. The 
main thing you have to guard 
against, except in Switzerland, is 
not to leave a nation with too 
much of their currency in your 
pocket. If you do this; you suffer 
quite a loss in exchange when you 
go to the next country. 

After a rather quick Swiss holi- 
day, we went to Paris, arriving 
about midnight, October 20. We 
did the usual tourist stops, includ- 
ing the Louvre, Tomb of the Un- 
known Soldier, Arch of Triumph, 
Napoleon’s Tomb, Eiffel Tower, a 
drive along the Champs Elysees, 
and a trip to Versailles. Paris is 
so startlingly different from any 
other city and laid out on such a 
magnificent scale, it is easy to see 
why any conqueror of France had 
always seen fit to spare Paris any 
great devastation. 

With the exception of a small 
amount of bomb damage around 
the Renault plant in a suburb, 
Paris was unscathed in the last 
war. It was occupied by the Ger- 
mans throughout the length of the 
European war, and evidently there 
are many of the scars of occupa- 
tion which haven’t healed yet. 
De Gaulle is said to be respected, 
but not liked. It seemed that the 
only chance that France has to 
pull herself back into the front 
ranks of world influence again 
would depend upon the rise of 
some strong leader from. the 
French middle class of the French 
nation, They are confronted now 
with the gradual disappearance of 
the middle class; this would be a 
disaster to the nation. 

There is not as much building 
activity in Paris as in the indus- 
trial suburbs that surround the 
city. France is neither as prosper- 
ous as Belgium, nor as clean as 
Switzerland, nor as courageous as 
England. It is possible that the 
French are a bit ashamed of the 
fact that they didn’t defend their 
country more diligently at the 
time of the German invasion in 
the early 1940's. 

We returned to London October 
26 via the Golden Arrow, a luxu- 
rious train that runs from Paris to 
Calais by steamer across the Eng- 


lish Channel, and by the English 
edition from Dover to London. 

The last week in London was: 
spent mostly on motor trips to 
points of interest in the surround- 
ing country. We visited Stoke- 
Poges, Sulgrave Manor (the 
George Washington ancestral 
home); Stratford-on-Avon; Oxford 
University; Eton; Windsor Castle; 
Hampton Courts; Blenheim Castle, 
the birthplace of Winston Church- 
ill, and other points of interest in 
the so-called home counties of 
London. 

I still am not straightened out 
on Norman architecture, Gothic, 
Tudor and “perpendicular,” al- 
though we were thrown into the 
middle of a lot of interesting ar- 
chitecture, especially in England. 
I can say that many people in the 
16th and 17th centuries had a keen 
interest in the creation of inspiring 
and satisfying types of building. It 
is unfortunate that the last two or 
three generations have been more 
interested in blowing up these 
buildings than in creating newer 
and more functional types of 
buildings. 

On our last day in London, 
which happened to be the day that 
the new Parliament opened, we 
saw the King and Queen, Princess 
Elizabeth, Queen Mother Mary, 
Duke of Gloucester, Duchess of 
Kent, and other kin of the royal 
family. 

We left London November 1 and 
sailed from Southampton on the 
Queen Elizabeth at noon. Until 
you reach New York the follow- 
ing Monday, you are conscious 
that the “Big Boat” is really push- 
ing every foot of the way. We 
were on time in New York at noon 
November 6, and the Statue of 
Liberty looked good! 

I think it is always dangerous to 
use epigrams to sum up your im- 
pressions. However, my impres- 
sions were that the British were 
brave, Belgium seemed to be 
booming, Switzerland was swell, 
and Paris was a picture. 

Although the people in Europe 
and in Britain were generally too 
polite to tell us so, we did get the 
feeling that in their apprehensiom 
about the Russians they were & 
little concerned about us because 
they were afraid that we had 
made too many promises, and we 
might find some difficult to ful- 
fill, 

Events since then have pretty 
much confirmed the fact that they 
were a lot wiser in their concern: 
than we thought they were, at the: 
time of our visit. 
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Where are the nails 7 


In this unretouched 
photograph of Smoothgrain 
Asbestos Siding Shingles, there are 
18 exposed nail heads and 8 vertical 
joints. Can you find them? They're 
practically invisible! —thanks to a 
new process developed by Johns- 
Manville for “graining’’ and 
color-blending Smooth- 
grain Asbestos Siding. 


Where are the Joints? 


Beautiful Smoothgrath 
wh §=Asbestos Siding Shingles 


Easier to cut...cleaner edges ...less waste! 


Faster, better installation is a plus advantage you get 
with Johns-Manville Smoothgrain Asbestos Siding. 


That’s because the surface of this newly-improved 
siding is smooth, not grooved. With the cutter always 
working against a smooth surface, the cut edges are 
clean and sharp. There’s no chipping to cause spoilage 
or mar appearance. Also, the siding is stronger because 
it has the same cross section throughout. 

It resists soiling better, too, because it has no grooves, 
no raised texture to catch the dirt. The “grain” is not 
produced by any grooving of the shingle; it is built-in 


The “grain” is so striking in appearance... 
and the color-blended texture so harmonious 
throughout the entire job .. . that the nail 
heads and vertical joints between shingles 
seem to disappear. 


by means of ceramic granules, deeply embedded into a 
sparkling white background. The striking appearance 
is always the same from any angle you look! 


Smoothgrain Asbestos Siding comes in an outstanding 
variety of beautiful Permatone colors, including Heather 
Green, Autumn Brown, the warmly rich and practical 
Weathered Gray, and the ever-popular Silver Gray which 
goes well with any color scheme. For full-color brochure, 
write Johns-Manville, Box 290, N. Y. 16, N. Y. 


§ MANY! 


Johns-Manville Ju! 
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New Hardware Plant 
Going Up in Alabama 


A million-dollar one-story plant 
containing 120,000 square feet of 
floor space will be built soon in 
Selma, Ala., for the manufacture 
of builders hardware by the Inde- 
pendent Lock Company and the 
Lockwood Hardware Manufactur- 
ing Company. These firms have 
general offices and two production 
plants in Fitchburg, Mass. 

The Selma plant is expected to 
employ 300 persons at the start, 
with production concentrated on 
Lockwood residential hardware. 
The plant, to be equipped with the 
most modern machinery, will be 
located on a 50-acre tract at the 
edge of Selma. It fronts on a main 
highway and has rail facilities at 
the rear. 

Officials of the two 
companies commented: 

“After careful analysis of our 
growing markets and the subse- 
quent demand for our products, 
we have found it urgently neces- 
sary to expand our production fa- 
cilities. We feel that the added 
production of our Selma plant will 
ultimately enable us to render 
prompter service to our distribu- 
tors not only in the South, but 
throughout the country.” 


hardware 


NAHB Announces [5 
Development Awards 


Among the 15 winners in the 
1950 Neighborhood Development 
Contest were five from the South, 
Southwest, and District of Colum- 
bia. Sponsored by the National As- 
sociation of Home Builders, the 
nation-wide competition was de- 
signed to inspire better planning 
for residential development and to 
find the “perfect neighborhood.” 

In the division of projects of 
economy homes with over 50 units, 
Rock Creek Palisades, in Washing- 
ton, D. C., won first place and 
Tyrone Gardens in St. Petersburg, 
Fla., won third. 

Among projects of larger homes 
with under 50 units, the Mission- 
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dale development in Kansas City, 
Kan., won first place. 

The Glen-Knox apartments in 
Chapel Hill, N. C., won third place 
in the rental homes division. 

In the category of complete com- 
munity developments of economy 
homes, Midwest City in Oklahoma 
took first place. 

Scrolls, symbolizing achieve- 
ment, will be awarded the winners 
at the NAHB convention in Chi- 
cago, Ill., January 21-25. 

Waverly Taylor, Kansas City, 
Kan., builder and developer; H. 
Everett Kincaid, Chicago land 
planning consultant, and John S. 
Highland, Buffalo, N. Y., archi- 
tect, were judges, 


3 Southern Winners 
in 4-H Forestry Work 


Four 4-H Club boys earned $300 
scholarships each and all-expense 
paid trips to Chicago for their out- 
standing work in forestry. The 
winners were presented awards at 
the 29th National 4-H Club Con- 
gress in Chicago on November 30. 

Lynn L. Ogden II, of Augusta, 
Ga., earned his award by estab- 
lishing and running a pine planta- 
tion, which he started with 4,000 
seedlings in 1944. He protects them 
from fire with fences and fire- 
breaks and from over-grazing. 

Sherley J, Blackburn, Mountain 
Park, N. C., another winner, estab- 
lished and operated a farm woodlot 
on his family’s property. He inter- 
ested his neighbors in scientific 
tree-farming. 

Murdock O. White, Jr., Prince- 
ton, W. Va., worked with the Ex- 
tension Service forester to start a 
successful forestry demonstration 
on a one-acre lot. He now has five 
acres and is keeping an exact cost 
record of the operation. 

Horace S. Brown, Jr., planted 
1,000 Norway spruce trees on pas- 
ture land next to his farm woodlot. 
He established a _ sustained-yield 
forestry operation by practicing 
selective cutting and planting more 
trees. Brown wants to be a forester 
and will use his scholarship to 
help pay for his education. 


A former sales and marketing 
consultant for several home- 
modernization firms, A. E. 
Toombs, above, is the new gen- 
eral sales manager of the Roxdale 
Building Products Corporation, 
N. Y. He also has had 18 years of 
experience with manufacturers of 
home-furnishings. 


x «KK * 


Milton G. Peck was appointed 
sales manager for the new pow- 
ered hand-truck line of the Clark 
Equipment Company. Well known 
in the material-handling field, 
Peck was sales manager of Yale 
and Towne’s industrial truck divi- 
sion until recently. 

x «kK * 

New sales manager of Robbins 
and Myers’ fan division in Mem- 
phis, Tenn., is Keith M. Spurrier. 
He formerly was with the Hunter 
Fans and Ventilating Company, a 
Robbins and Myers subsidiary, in 
sales and promotional work. 

KK Xx 

Melvin W. Haines fills the new- 
ly-created post of merchandise 
manager of the Sloane-Blabon 
Corporatien, makers of floor cov- 
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In all of the construction industry, there is no door like the Paine Rezo... 
no door that combines the great strength of the interlocking wood Rezo 
core with lightness in weight, no door that is the equal of the Rezo in dimen- 
sional stability, no door that performs so well anywhere and everywhere 
that it carries an unconditional guarantee of satisfactory service. 

A 1%-inch thickness is the minimum required to provide this structural 
strength that responsible builders have wanted more than four million times 


— a demand that has made Paine the Manufactured by the 


world’s largest exclusive manufacturer patter. 
of flush air cell doors. Write today ) i hy I ee 
: : | hash 
for full information. \1\I | WPI () N oe 
. i j | d k | \ ee H| I). Wiscoutin 
ESTABLISHED 1853 
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erings. Haines formerly was with 
the Armstrong Cork Company. 


x «K « 


Appointment of Walter Ken- 
nedy as chief engineer of the tech- 
nical division in Palmer, Mass., 
has been announced by the United 
States Plywood Corporation. He 
heads research to expand the de- 
velopment of Honeycomb and oth- 
er company plywood products. 


x KK * 


Robert M. Cook has been ap- 
pointed manager of the newly- 
organized Strata-Crete sales divi- 
sion of the Great Lakes Carbon 
Corporation in Long Beach, Calif. 


x KX 


C. S. (Sig) Leonardson is now 
assistant to the president of the 
Washington Veneer Corporation, a 
subsidiary of the Georgia-Pacific 
Plywood and Lumber Company. 
Leonardson formerly was execu- 
tive vice-president of the chemical 


division of the Borden Company. ~ 


x KK 


Harry Bowser fills the newly- 
created post of sales training di- 
rector for the Sloane-Blabon Cor- 
poration, makers of smooth-sur- 


RUBEROID EXECUTIVE 


E. J. O’Leary is the new general 
sales manager of the Ruberoid 
Company, New York, N. Y. He 
has been with Ruberoid for 20 
years. Before his recent appoint- 
ment, he acted as assistant to the 
executive vice-president. During 
his service in the territories of 
Dallas, Tex., Mobile, Ala., and Bal- 
timore, Md., O’Leary befriended 
building supply dealers through- 
out the South. 
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face floor coverings. Bowser has 
had much experience teaching 
salesmanship in high schools and 
colleges. 

x «KK * 

George A. Sloan was elected 
chairman of the United States 
Council of tht International Cham- 
ber of Commerce for a two-year 
term. Sloan is a director of several 
corporations with important for- 
eign trade activities. He also is 
president of the Nutrition Founda- 
tion, member of the corporation of 
M. I. T., trustee of Vanderbilt Uni- 
versity, and chairman of the board 
of the Metropolitan Opera Associa- 
tion. 


Texans Prefer Guns 
To Publie Housing 


The progressive community of 
Breckenridge, Tex., recently took 
steps to give the federal treasury a 
$750,000 Christmas gift. The city 
has urged other communities to 
take similar steps—all in the name 
of national defense. 

The Breckenridge Public Hous- 
ing Authority, chairmanned by 
civic leader Albert Sweeney, has 
turned back $750,000 allocated to 
Breckenridge by the federal Pub- 
lic Housing Authority for 75 hous- 
ing units. 

The Authority asked that the 
money be used instead for defense. 

In an unprecedented action, the 
Authority approved the following 
resolution: “When the forces of 
Communism threaten our very 
life, the Housing Authority of the 
City of Breckenridge, Tex., goes on 
record as asking the federal Public 
Housing Authority to suspend the 
allocation of money to be spent on 
peacetime housing and that this 
federal money be applied to train- 
ing our citizens and arming our 
men to fight and protect the free- 
doms of our people against Com- 
munism and world aggression.” 

The turndown of federal funds 
followed discussion in American 
Legion and Veterans of Foreign 
Wars meetings, and an editorial in 
a Breckenridge newspaper. 

Reaction to the resolution was 
immediate. The Breckenridge 
Chamber of Commerce received 
scores of congratulatory letters and 
telegrams commending the action. 

Frank W. Cortright, executive 
vice-president of the National As- 
sociation of Home Builders, said 
the NAHB would ask Congress 
to suspend the entire public hous- 
ing program for the duration of 
the emergency. 


Hovde Names BRAB 
Committee Members 


Frederick L. Hovde, new chair- 
man of the Building Research Ad- 
visory Board, Washington, D. C., 
recently announced the member- 
ship) of the Executive and Finance 
Committees of this organization 
that aims to stimulate and corre- 
late building research in the na- 
tion. 

C. F. Rassweiler, vice-president 
for research and development of 
the Johns-Manville Corporation, 
New York, N. Y., heads the Execu- 
tive Committee. 

Other members of his commit- 
tee include Frederick M. Feiker, 
dean of the school of engineering, 
George Washington University, 
Washington, D, C.; Henry T. Heald, 
president of Illinois Institute of 
Technology, Chicago, Ill.; Norman 
P. Mason, treasurer of the William 
P. Proctor Company, North 
Chelmsford, Mass.; D. E, Parsons, 
National Bureau of Standards, 
Washington, D. C., and Harry C. 
Plummer, Structural Clay Prod- 
ucts Institute, Washington, D. C. 

Norman P. Mason is new chair- 
man of the Finance Committee. 
Assisting him are Carl F. Boester, 
Purdue Research Foundation, La- 
fayette, Ind.; Tyler S. Rogers, 
Owens-Corning Fiberglas Corpora- 
tion, Toledo, Ohio, and Charles H. 
Tompkins, Washington, D. C. 

“Fire Resistance of Exterior 
Non-Load-Bearing Walls” was the 
subject of the Building Research 
Advisory Board’s second research 
correlation conference in the na- 
tion’s capital recently, 

Under the chairmanship of Carl 
F. Boester, Purdue’s housing con- 
sultant, seven speakers presented 
papers on various phases of the 
topic. Present for the discussions 
were 106 persons from 15 states, 
Canada, and the District of Co- 
lumbia. 


More Dry Roofing Felt 


The American Asphalt Roof 
Corporation soon will have an- 
other plant in Kansas City, Mo., 
for manufacturing dry roofing felt, 
according to President Frank J. 
McGinley. Completion of the new 
plant is expected by next spring. 

This will mean more asphalt 
roofing felt not only for the Kan- 
sas City area but in the Eastern, 
Southern, and Western territories 
since the St. Louis, Mo., and Fort 
Worth, Tex., plants will be able to 
distribute more materials to their 
local markets. 
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DESTINATION UNKNOWN... 


QUALITY 
GUARANTEED 


of APMI plywood 
x of a yeat: 
arious Com” 
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where, 


ASSOCIATED PLYWOOD MILLS, INC. 


GENERAL OFFICES: Eugene, Oregon 
APMI MILLS: 
Eugene and Willamina, Oregon 
APMI SALES WAREHOUSES: 
Eugene and Willamina, Oregon; 
San Francisco; Dallas; St. Louis 
APMI SALES OFFICES: 
Johnston Bidg., Charlotte, N. C. 
31 State St., Boston, Massachusetts 
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Survey Reveals 
Tree-Farm Success 


“The American Tree Farm Sys- 
tem has the goods on its shelves 
to back up its advertising,” accord- 
ing to W. F. Ramsdell, Pack Foun- 
dation professor from the Univer- 
sity of Michigan. 

On leave from the university to 
survey America’s Tree Farm acre- 
age in order to determine the ef- 
fectiveness of the movement, Pro- 
fessor Ramsdell gave a preliminary 
report of his work at the first na- 
tional meeting of Tree Farm spon- 
sors’ representatives in Washing- 
ton, D. C., on December 13. State 
foresters, forestry association ex- 
ecutives, trade association forest- 
ers, and other officials from most 
of the 29 Tree Farm states took 
part in the meeting. 

“Millions of Tree Farm acres are 
already getting more intensive for- 
est management than is available 
to most of the publicly-owned 


lands, and recognition of these ac 


complishments is gradually reach- 
ing the public,” the professor re- 
ported. 

He found “amazingly few, and 
much less than expected, really 
bad spots” among the nation’s 22,- 
800,000 Tree Farm acres. He said 
that in every case but one there 
were local contributing circum- 
stances and programs of correction 
under way. 


SRI Schedules 
Housing Conference 


A mid-winter housing confer- 
ence—designed to focus industry 
attention on the problems particu- 
lar to merchant homebuilding op- 
erations—has been announced by 
Southwest Research Institute’s Di- 
vision of Housing and Construction 
Technology. The meeting will be 
held February 13-14 in the Stat- 
ler Hotel in Washington, D. C. 

“It has been several years since 
an inter-industry conference has 
been held on the subject of housing 
objectives,” C. W. Smith, director 
of Southwest Research Institute's 
housing division, said in announc- 
ing the conference. “We are asking 
top men in all the various fields of 
housing to analyze what the in- 
dustry has done in 1950 and fore- 
cast the objectives for 1951.” 

Many men prominent in archi- 
tecture, building, home finance, 
real estate, and materials distribu- 
tion have indicated a desire to at- 
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NEW WAY TO BURN OUT A STORE? 


Paint overflowing from cans on shelves turned the paint department into 
colorful ruins during a recent fire in the Seminole Lumber Company, 


Seminole, Okla. Manager J. D. House, Jr., 


and Owner J. L. Fife, survey 


the damage. Most of the merchandise was destroyed and the front show- 
windows were broken by the extreme heat. The cause of the fire was not 
determined, but it was thought that some cans might have exploded. 





tend along with government hous- 
ing officials. 

A few of the subjects planned 
for panel discussion are: (1) “Has 
the American Style Arrived?” (2) 
“Are Government Appraisal, Loan 
Insurance, and Credit Regulation 
Policies Realistic?” (3) ‘Materials 
and Distribution Problems,” and 
(4) “Trends in Construction Tech- 
nology.” 

All those with a legitimate in- 
terest in housing are invited to at- 
tend. Inquiries should be directed 
to C. W. Smith, Southwest Re- 
search Institute, 8500 Culebra 
Road, San Antonio 6, Tex. 

At the recent annual meeting of 
the SRI's trustees, announcement 
was made of the institute’s col- 
laboration with the Monterrey In- 
stitute of Technology in creating 
a non-profit industrial research in- 
stitute in Mexico. In connection 
with this program, which began 
functioning January 1, four Mexi- 
can trustees were elected for the 
scientific organization. SRI already 
was connected with research activ- 
ities in Brazil, France, Cuba, and 
Italy. 


Kendall Named Advisor 


Harry T. Kendall has_ been 
named a special consultant to the 
Munitions Board, the Defense De- 
partment policy group that coordi- 
nates the procurement, production, 
and distribution plans of the armed 
forces. 

Kendall is chairman of the board 
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of the Weyerhaeuser Sales Com- 
pany in St. Paul, Minn., and a di- 
rector of the National Lumber 


Manufacturers Association. 


More Atlantic Steel 


A three-year expansion program 
is under way at the Atlantic Steel 
Company in Atlanta, Ga. 

President Robert S. Lynch said 
that the expansion will increase 
the company’s steel-making capac- 
ity 50 per cent and double its out- 
put of rolled steel products. It is 
planned to aid the national defense 
program and increased industrial- 
ization of the South. 


National Gypsum Starts 
New S84 Million Plant 


The National Gypsum Company, 
Buffalo, N. Y., has announced that 
a new plant for making paper to 
use in wallboard will be located 
near Pryor, Okla. 

Costing about $4,000,000, the 
paper plant will be run by power 
from the Grand River Dam plant. 
About 200 persons will be em- 
ployed when the paper mill is 
completed, and its output will sub- 
stantially increase the supply of 
National’s gypsum products. 

The National Gypsum Com- 
pany’s paper plant will be con- 
structed on 40 acres of land leased 
from the U. S. government through 
the General Services Administra- 
tion, which made the first public 
announcement of the new project. 
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LICHTY — OF “GRIN AND BEAR IT” 


“Comrade Agent send valuable 
U.S. Industrial Secret ...in America, 


EVERYTHING HINGES ON IT!” 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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HARRISON COUNTY LBR.CO. 


MATERIALS 


DO DOUBLE DUTY 


OWE STOP 
OU/LOING SERV 


AT TEXAS FAIR 


In its handsome exhibit of building supplies at the recent annual] fair 
in Marshall, Tex., the Harrison County Lumber Company made some 
materials do double duty. The colorful wallpaper display served as a 
background for the whole booth. Tempered tileboard was painted red 
to create the dummy fireplace under a handsome mantel. Tempered 
hardboard closed in the booth front. The exhibit included stock mill- 
work, bathroom fixtures, electric appliances, paints, and various material 
samples. Photo courtesy of the Masonite Corporation. 


Long-Bell Produces Wood Cabinets 
for “Posture Perfect” Modern Kitchen 


A “POSTURE-PERFECT” modu- 
lar kitchen is the latest manufac- 
turing venture of the Long-Bell 
Lumber Company in Longview, 
Wash. 

Built on a three-inch module, 
the various kitchen cabinets have 
already enjoyed popular accept- 


Lead in Tree Planting 


Five South Carolina counties 
each planted more than 1,000,000 
pine seedlings during both the 
1948-49 and the 1949-50 seasons. 

According to Charles H. Flory, 
S. C. state forester, Kershaw coun- 
ty led the state—and probably 
the nation—by planting 3,677,000 
seedlings during the 1948-49 sea- 
son and 3,310,000 during the 1949- 
50 season. 


Lead Houston Builders 


The Houston (Tex.) Association 
of Home Builders elected a new 
slate of officers last month. 

James R. West succeeded P. S. 
Lutrell as president. New vice- 
president is Marvin Henry; secre- 
tary, N. H. Mitchell; treasurer, C. 
N. Peck, J. C. Watts was re-elected 
executive secretary, 
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ance in areas where distribution 
has been made. 

They feature such conveniences 
as two sliding shelves in the base 
units, adjustable and removable 
shelves in wall units, hidden bread 
board, utility rack, an expandable 
breakfast bar, and a 12-inch unit 
that holds three vegetable racks. 
Many metal accessories can be 
adapted to these units to make 
them even more useful. 

Made of clear Douglas fir panels, 
these cabinets have shelves of ply- 
wood electronically welded to 
sturdy fir frames. They can be 
decorated with natural finishes or 
painted to suit the owner’s color 
scheme. They are shipped with 
surfaces already sanded, ready to 
be finished. 

A molding of the same pattern 
as the drawer fronts is available 
for fill-in spaces to give artistic 
continuity to the kitchen. 

The Long-Bell line includes 
open units for the ends of the base 
units or breakfast bar and units to 
fit at the ends of the wall cabi- 
nets to carry potted plants and 
what-nots that add to the kitchen’s 
personality. 

Curved drawer fronts in the 
base units provide sufficient space 
to prevent bumping of knees on 
drawer and door pulls. Toe space 
is provided for added convenience. 
Each unit is sealed to maintain 


Kitchen Specialists 
Awarded Diplomas 


Diplomas were awarded to 30 
distributor representatives and 
members of American Kitchens 
sales staff from 15 states at the 
conclusion of a recent three-day 
training school at the American 
Kitchens Institute in Connersville, 
Ind. 

The diplomas describe gradu- 
ates as “American Kitchens Spe- 
cialists.” 

Southern and Southwestern 
graduates included: Edmond G. 
Fueille, E. H. Krohn and Co., El 
Paso, Tex.; Ralph Felty and 
Robert McCrady, Van Zandt Sup- 
ply Co., Huntington, W. Va.; A. B. 
Hays, L. E. Minns and Co., Hous- 
ton, Tex.; Kenneth Russell and 
Henry Hunter, J. L. Perry Co., 
Inc., Nashville, Tenn. 

George Williamson, Waltner 
Brothers, Montgomery, Ala.; Bill 
Buchanan, Lee Holland and Co., 
Fort Worth, Tex.; James Cart- 
wright, Arthur Fulmer Radio Sales 
Corp., Memphis, Tenn.; R. M. 
Smith, R. P. McDavid Co., Birm- 
ingham, Ala.; Stanley Surgi and 
Ed La Garde, Waltner Brothers, 
New Orleans, La. 

Fred Borton, Borton Maunfac- 
turing Co., Miami, Fla.; J. Fred 
Hill, Southwest Radio and Equip- 
ment, Oklahoma City, Okla.; Joe 
Bailey, Southwestern Co., Inc., 
Dallas, Tex.; W. D. Coffin, Jenkins 
Wholesale Division, Kansas City, 
Mo.; Arthur Diltz, Nunn Electric 
Supply Corp., Amarillo, Tex., and 
Troy Bowers, Nunn Electric Sup- 
ply Corp., Lubbock, Tex. 


cleanliness and make it practically 
vermin-proof. 

Base unit widths range from 12 
to 30 inches, in three-inch inter- 
vals. Sink fronts are made in 36- 
and 42-inch widths and are ex- 
pandable to accommodate gar- 
bage-disposal units. 

Wall cabinets are 30 to 42 inches 
high and range from 12 to 30 
inches in width. Two 36-inch-wide 
cabinets, either 15 or 24 inches 
high, are made to go over the re- 
frigerator. All wall units are 13 
inches deep and contain two ad- 
justable shelves. 

These kitchen units are distrib- 
uted either assembled or knocked 
down. They can be shipped in 
mixed cars of lumber. 

Long-Bell also provides dealers 
with a variety of advertising aids. 
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Featuring This Idea Will Make 
Your Sales “Picture-Pretty,” Too! 


IN FEBRUARY, millions of home owners will see this 
plywood advertisement—in American Home and Better 
Homes & Gardens. 

It’s a promotion that can work for you! 

Send for the sales helps listed at the right. Feature 


plywood for attic remodeling. Sell versatile ply wood for 


wall and ceiling paneling . . . for cabinets and built-ins 
... for sheathing and underlay floors. 
Remember these “‘miracle wood” advantages; stress 


them when selling plywood to your customers. 


Plywood is adaptable to a wide variety of paneling treatments... 
almost any finish. It provides the warmth and charm of real wood. 
Plywood is easy to work with ordinary carpentry tools. It requires 
no special skills or special equipment. 
Plywood is kick-proof, puncture-proof, split-proof. Plywood walls 
won't crack or chip. They last. 


LARGE, LIGHT 
STRONG PANELS 


OF REAL WOOD AMERICA’S BUSIEST BUILDING MATERIAL 


Send For These Sales Helps! 


Full-Color 12-Page 
Booklet 


A new full-color booklet— 

12 pages of ideas for dressing 

up an attic with Douglas fir 

7 plywood. Designed to help 
pousias ria PLTwooe 1 . 7 

| you sell! Single copies free; 

7 quantities at $60 per 

thousand. Imprinted, add $9 for first thousand, 


$3.50 each additional thousand. 


Newspaper 


Offered to help you get the most from the attic 
promotion. Run these in your local newspaper, to 
tie-in with the national magazine advertising. Two 
2-column mats, two |-column mats. 10¢ each. 


DOUGLAS FIR PLYWOOD ASSOCIATION 
Tacoma 2, Washington (Good in USA Only) 
Gentienen: Please send me my free copy of “Make Your Attic 
Picture-Pretty With Douglas Plywood 


Attached, on my letterhead an order for attic books in 
quantity and/or for newspaper advertising mats, in con 
formance with terms listed above 
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CHALK UP 1950 as the record 
year fer new construction work in 
the United States, Reports of the 
U. S. Departments of Labor and 
Commerce show that outlays for 
new construction last year reached 
almost $27.7 billion. 

The number of new housing 
units started—estimated at 1,300,- 
000—far surpassed any previous 
year’s total. 

Employment in contract con- 
struction—over 2,600,000 workers 
—reached an all-time peak. 

The output of many building ma- 
terials — particularly hardwood 
flooring, gypsum, asbestos, and 
plywood items—set new records. 

Total private outlays for new 
construction in 1950 amounted to 
$20.5 billion—up 27 per cent from 
1949. Public construction expen- 
ditures were 11 per cent greater 
than in °49, amounting to more 
than than $7 billion. 

Indications are that the physi- 
cal volume of construction work 
last year was about 10 per cent 
greater than the previous record 
set in 1927—and 15 per cent more 
than the wartime peak of 1942. 


PRESIDENT Clyde Fulton, top 
dealer official of the National Re- 
tail Lumber Dealers Association, 
observed that “the quantity ef ma- 
terials handled in retail building 
supply yards during the year 
reached an all-time high, owing 
to the unprecedented volume of 
homebuilding and repair and mod- 
ernization work. 

“The trend toward increased ef- 
ficiency and lower handling costs 
in the distribution of materials 
continued steadily during 1950 
with greater use of mechanized 
and time-saving equipment, with 
continued training of the 100,000 
or more new men employed in re- 
tail yards since World War II, and 
with development of better meth- 
ods of inventory control.” 


SECRETARY of Commerce 
Charles Sawyer reported that the 
gross national product approximat- 
ed $280 billion in 1950, or 9 per 
cent more than in 1949. He said 
that higher prices accounted for 
about one-fifth of the rise in dollar 
value, and that the physical volume 
of output was substantially higher 
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than any year other than the two 
peak war years. 

Personal income in 1950 was es- 
timated at $222 billion as compared 
with $206 billion in 1949. Higher 
corporate sales and profits per- 
mitted nearly 15 per cent more 
dividends than in the previous 
year. 


RESIDENTIAL construction and 
materials prices both turned down- 
ward in November in contra-sea- 
sonal degree. For the first month 
since June, 1949, the number of 
new non-farm housing starts were 
less than in the comparable month 
of the preceding year. The housing 
starts in November were estimat- 
ed at 85,000—a decline of 10,590 
from November °49, and a drop 
of 18,000 from October ’50. 


ALTHOUGH substantially high- 
er than in November ’49, the 
wholesale price index for building 
materials in November was lower 
than in October and September. 
The November index of 217.2 com- 
pared with 218.9 in October; 189.6 
in November °49; 129.9 in June 
1946. 

The November drop was brought 
about by further reduction of lum- 
ber prices. The lumber index was 
358.4 in October and 345.9 in Nv- 
vember. Meanwhile, prices of 
brick and tile, cement, paint ma- 
terials, plumbing and heating, and 
other building materials inched up. 

And price rises for materials 
haven't stopped! Major producers 
this month hiked the price of ce- 
ment 10 cents a barrel in bulk and 
13 cents in bags—the second com- 
parable rise in three months. 

Prices of metal lath and acces- 
sories, perlite aggregate, and other 
factory-produced items have been 
increased recently to help meet 
rises in costs of labor, raw ma- 
terials and transportation. 


AS DECEMBER wended into the 
holiday and “rough weather” sea- 
son, lumber manufacturing and 
marketing was at low ebb. The 
Southern Pine Association's trade 
barometer for the week ended 
December 30 showed actual pro- 
duction at 33.37 per cent below the 
three-year average. Shipments 
were 8.44 per cent less than the 


week’s production, while orders 
were 2.86 per cent greater than 
output. 


THE NEED for conservation of 
forest resources through private 
enterprise rather than government 
control and management is the un- 
derlying theme of a newly-ap- 
proved forest policy statement is- 
sued for the lumber industry by 
the National Lumber Manufac- 
turers Association. 

NLMA President Corydon Wag- 
ner emphasized that “this state- 
ment stands as an inviolate prom- 
ise to the American people that 
the conservation of all our forest 
resources through wise use, protec- 
tion, and regrowth, is the goal 
toward which we in the lumber 
industry are striving with all the 
means at our disposal.” 


TO HELP DEALERS bid for 
more remodeling and repair busi- 
ness, the Federal Housing Admin- 
istration has made available a new 
booklet. Entitled “Dealer Guide 
for FHA Title I Loans,” copies may 
be obtained direct from FHA field 
offices or from dealer associations. 

The November report on region- 
al delinquency experiences, issued 
by the Consumer Credit Depart- 
ment of the American Bankers 
Association, shows that total de- 
linquency on FHA Title I loans in 
the South Atlantic states is lowest 
of all regions, with the West South 
Central states reflecting the second 
best record. 

WHAT IS THE OUTLOOK for 
this 1951? Well, a survey made by 
the National Production Authority 
of estimates by representatives of 
the construction and building ma- 
terials industries indicates that 
one-fourth less private construc- 
tion work can be expected in 1951. 

The biggest drop is anticipated 
in private homebuilding. The dollar 
estimate for new dwelling starts is 
based on a total of 600,000 units 
being started in 1951, compared 
with about 1,300,000 in 1950. 

L. M. Cassidy, sales vice-presi- 
dent of the Johns-Manville Corpo- 
ration, believes that “the construc- 
tion industry is still headed for a 
big year in 1951’—even in the face 
of accelerated military mobiliza- 
tion. 

“Factory expansion of the type 
associated with defense will boom. 
Housing in growing war-produc- 
tion centers can not be stopped and 
may even have to be accelerated. 
Road construction, far behind as 
a result of the last war, can not be 
throttled down much. School and 
hospital construction will continue 
at a high level.” 
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THESE WIZARDS 


F on NATIONAL MAGAZINES 


—to create new 
customers for you 


Want us to send YOU inquiries we receive 
from folks in your neighborhood? 
Here’s the story: Every month we adver- 
tise our “Wizards with Wood” — Firzite, 
Satinlac and Weldwood Glue—in over 20 
magazines like those illustrated. These 
magazines are read by over 10 million 
people. Many write us for dealer’s name... 
and more information. 
Here’s where you come in. We refer 
these local inquiries to dealers like yourself 
= He! — providing you're registered with 
wens Fone us. All you have to do is mail the 
* coupon below. 


Tames that wild grain 

in fir. As an under seal 

it tightly seals the pores 
«+. Virtually prevents grain rise and check- 
ing . . - readies the surface smooth for 
paint, stain or enamel. For blond, pickled 
wiped or tinted effects on all woods, rec- 
ommend WHITE FIRZITE. (In pints, 
quarts, gallons) 


Every foot of fir ply- Teme SATINLAC trons itive sce 
wood sold—(over 40 , ural wood fin- 
million feet per week!) : &  ishes. SATINLAC brings out and pre- 
— means business for , Tike. , — _— —y and beauty of any 

=a ‘ plywood or solid wood. Avoids that 
FIRZITE. And there {~<a on ; “built-up” look — will not turn yellow or 
are similar fine sales possibilities > darken with age. “Water-white”, easy to 
for Satinlac and Weldwood Glue. , = -, a brush or spray; dries ready for next coat 
Don't lose customers—carry all ay A in 3 or 4 hours. (Jn pints, quarts, gallons) 


a Ste, WELDWOOD GLUE 


To make things or fix things, recommend 
Weldwood Glue—America’s largest sell- 
ing glue, for all wood-to-wood bonds. 
Mixes easily with water. Stain-free, rot 
proof, highly water-resistant! 15¢, 35¢, 
65¢, 95¢ and larger sizes, 


r---— 
- ; UNITED STATES PLYWOOD CORPORATION 

Display panels. ee litho Dept. 177, 55 West 44th Street, New York 18, N. Y. 

displays . » .”metal signs i: ccanvas te: Sleek 

. .. newspaper ad mats . . . Oo bpp Glue OFirzite © Satinlac 

Glad to have you refer your ad inquiries to us. 

folders, we go all out to (0 We are interested in Firzite, Setiniac and Weldwood 

help you—the dealer—tie in Glue. Please send full information free. 

to our national ad pro- edie 

gram. Mail coupon for full 

information. 





Address. 
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500 Attend Window Jobber Meet in New Orieans 


WOOD WINDOW PROMOTION AIDS 
AND SEAL OF APPROVAL INTRODUCED 


ATTENDANCE at the 11th annual 
winter meeting of the Southern 
Sash and Door Jobbers Association 
at the Roosevelt Hotel in New Or- 
leans, La., December 6-8, broke all 
records with approximately 500 
jobbers, manufacturers, and their 
wives taking part. 

The millwork jobbers were 
brought up to date on the inaugu- 
ration of the American Wood Win- 
dow Institute’s new Seal of Ap- 
proval, the AWWI cooperative ad- 
vertising program, the promotion- 
al materials of the Joint Wood 
Window Promotion Program, the 
latest inventory-control system, the 
mechanical handling of building 
materials, and the supply and 
market outlooks. 

Erle Racey, of Dallas, Tex., ad- 
vertising counselor for the Ameri- 
can Wood Window Institute, traced 
the progress of the quality wood- 
window promotion program. He 
explained the use of newspaper 
advertising campaigns in local 
markets by jobbers and dealers, 
and told of plans to promote the 
AWWI Seal of Approval. 

“Since August, 1949,”’ Racey re- 
ported, “21 newspaper advertise- 
ments have been run to a circula- 
tion of 17,731,871. From these two- 
color ads, 286,000 reprints have 
been distributed to architects, con- 
tractors, speculative builders, FHA 
and VA officials, retail lumber 
dealers, and other factors in the 
building trade. Over 51,000 folders 
have been distributed to con- 
sumers.” 

Racey pointed out that “our 
field work has developed some 
further angles to our problems and 
we have now definitely analyzed 
what must be done before wood 
windows can reach their rightful 
position in the American market. 

“Our program now enters its 
second phase in the solution of 
these problems. The _institute’s 
Specification Committee has de- 
veloped Minimum Specifications 
for Quality Double-hung Wood 
Window Units, which are suffi- 
ciently broad to include the qual- 
ity units on the market. 

“Double-hung wood window 
units meeting these minimum 
quality specifications can now be 
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manufactured under the American 
Wood Window Institute licensing 
agreement, which permits their 
identification with the American 
Wood Window Institute Quality 
Seal of Approval. 

“Thus, for the first time, quality 
double-hung wood window units 
from many manufacturers can be 
identified by a quality seal which 
means something to the consuming 
public. This licensee agreement is 
open to any fabricator of quality 
wood windows whose _ product 
meets the minimum specifications, 
whether or not the manufacturer 
is a member of the institute. 

“The quality seal is about 4 
inches long and 34-inch wide, and 
is placed on the underside of the 
head-jamb in the inside sash run. 
The raised, embossed lettering 
can be read after it is painted. 
Each licensee fabricator has his in- 
dividual number, which appears 
only on the quality seals used to 
identify his product. 

“Advertising will be run mar- 
ket by market, explaining to the 
consuming public what the Qual- 
ity Seal means, thus pre-selling 


the units bearing the seal. The 
field work will take the advan- 
tages of the quality seal windows 
to all factors in the building trade, 
thus giving them a standard for 
quality double-hung wood win- 
dows—with a wide variety of in- 
dividually trademarked units all 
bearing the quality seal. 

“Fabricators of quality wood 
window units who desire to use 
these seals must have their unit 
approved by one of the testing 
laboratories approved by the in- 
stitute.” 

O. Harry Schrader, Jr., manag- 
ing director of the Douglas Fir 
Plywood Association, assured the 
manufacturers and jobbers of full 
output of plywood during 1951, 
but said that federal defense re- 
quirements would consume an in- 
creasingly large share as the war 
machine is geared up. 

H. R. Northup, executive vice- 
president of the National Retail 
Lumber Dealers Association, flew 
in late from Washington to report 
that the housing market for the 
first half of ’51 would easily reach 
the 800,000-a-year goal set by fed- 
eral officials. He said that the con- 
fusion in Washington has again 
become about as great as it was at 
the beginning of World War II— 
“only it’s better organized.” 

E. W. Ruddick, of Chicago, sec- 


Erle Racey, advertising counsel for the American Wood Window IJn- 
stitute, summarized a year’s progress at the New Orleans meeting for 
the “non-profit organization conveying information to the public con- 
cerning the benefits offered by the modern, preservative-treated wood 
window.” He is shown above explaining the headlines of two-color news- 
paper advertisements being run in several Southern building markets. 
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When The Cusfomer Says: 


Ceiling 


Your Besf 
Answer Is: 


In every town and city, there are hundreds and 
thousands of ugly cracked ceilings. And home 
owners don’t know what to do about them. 

Experienced top flight lumber dealers every- 
where say the best answer is Upson Kuver-Krak 
Panels. Here is why: 

Kuver-Krak Panels are time-tested—proved on 
ceilings everywhere! 

Kuver-Krak Panels produce beautifully modern 


+ . 


home-style ceilings! 

Kuver-Krak Panels are long-lasting—trouble- 
free! 

Kuver-Krak Panels are built for use with Upson 
Floating Fasteners which eliminate visible face 
nailing! 

Kuver-Krak Panels can be effectively decorated! 

Kuver-Krak Panels are widely advertised in 
leading consumer magazines! 


Make satisfied customers! Build business! Assure good prof- 
its by recommending and selling Upson Kuver-Krak Panels. 
ForInstruction Sheets or moreinformation—mailthecoupon. 


- THE UPSON COMPANY 


661 Upson Point, Lockport, New York 
(0 Send me Instruction Sheets for applying Kuver-Krak Panels. 


NAME 


0 Have your Representative call to give me more information on the cracked 
ceiling market. 





Easily identified 
the famous BLU. city 
center. 


NAME OF FIRM. 
STREET ADDRESS 








STATE 
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retary of the Joint Wood Window 
Promotion Program, summarized 
the variety of merchandising and 
advertising aids available to deal- 
ers to promote wood windows 
“without reference to species.” He 
introduced a Minnesota film offi- 
cial, who presented the “world 
premiere” of the 13 color movie 
trailers and 13 television films 
that dealers may easily book to 
advertise their wares and their 
firms as “building headquarters.” 

Ruddick was introduced by John 
Kilpatrick, Jr., of Oklahoma City, 
vice-president of the Southern 
Sash and Door Jobbers Associa- 
tion, who also introduced Donald 
Moore, editor of SOUTHERN BUILD- 
ING SUPPLIES. Moore introduced a 
program of movies and a demon- 
stration on mechanized material 
handling. 

The film presentations included 
“Yours to Command,” a sound- 
slide film in color on the use of 
conveyors, supplied by the Na- 
tional Conveyor Manufacturers 
Associiition; “One Man Gang,” 
sound movie on the use of fork- 
lift trucks, courtesy of the Tow- 
motor Corporation, Cleveland, O.; 
and “Material Handling Newsreel 
No. 4,” which showed the use of 
heavy lift trucks to simplify the 
storage and handling of building 
materials in a modern building 
supply yard. The latter film was 
furnished by the Industrial Truck 
Division of the Clark Equipment 
Company, Battle Creek, Mich. 

Dick Lemaster, sales represent- 
ative of the Acme Steel Company, 
demonstrated the use of modern 
hand-tools for strapping doors and 
sash in compact, easy-to-handle- 
safely packages. He and Moore ex- 


(See Jobber Meet page 76) 


The best entertainment talent in New Orleans is always 
booked for the annual winter meeting of the Southern 
Sash and Door Jobbers Association, so it is no wonder 


that this conference is well attended! Two of the 
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Officials of the Southern Sash and Door Jobbers Association proudly 
stand, above, by an enlarged drawing of the new association seal. They 
are Mike C. Davidson, left, of Houston, president, and Clark E. Mc- 
Donald, right, of Memphis, Tenn., secretary-treasurer. Participants in 
the presentation of material handling methods are shown below. Left 
to right, they are J. G. Coate, New Orleans lift-truck distributor; Dick 
Lemaster, local sales representative of the Acme Steel Company, and 
Donald L. Moore, Editor of SOUTHERN BUILDING SUPPLIES. 


floor-show acts were candidly snapped by S*B*S. At 
left, a Cuban couple captivate the huge audience with 
their impelling dance and drum rhythms. At right, an 
acrobat does amazing feats of muscular dexterity. 
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It’s in the bag. 


Riding with every sack of cement that leaves a 


Cumberland loading dock is a reputation that took 
more than 50 years to build . . . a reputation for 
quality and service that’s unsurpassed in the industry. 

Cumberland Cements today are as good as modern 


laboratory science—and the finest equipment ob- 


tainable—can make them. Tomorrow they'll be even 


PORTLAND CEMENT COMPANY 


Chattanooga Bank Building e 


° 


better, because we'll never stop searching for ways 
to improve our products. 

For cements that exceed specifications . . . cements 
that are delivered om time in clean paper sacks... 
and for a complete service that includes expert 
technical assistance on any cement problem you 


encounter... get Cumberland Cement. 

















[ 











Chattanooga 2, Tenn. 
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238—Floor Bridging 


Glover Manufacturing and Sales, 
2491 Manchester Road, Akron, Ohio, 
has introduced a new floor bridging 
that requires no nailing and is quick- 
ly installed. 

Two sharp points on each end bite 


into the floor joist as the two pieces ~ 


snap-lock together when pulled 
down. Flooring can be laid first and 
bridged underneath later. Installed 
price, including lavor, is about 30 
cents a pair. 

Made of 20-gauge, rust-proof steel, 
the bridging can be removed and re- 
installed if alterations are desired. 


vv Y¥v 
239—Workman’s Heater 


The Portable Heater Company, 814 
Engineers Building, Cleveland, Ohio, 
announces a portable heater to keep 
workmen warm on construction jobs. 

Designed by a contractor who fre- 
quently caught cold while working 
during winter, the portable heater is 
said to raise the temperature of a 
cold room from 30 to 80 degrees 
within 20 minutes. 

Weighing only 55 pounds, the heat- 


er uses a concentrated fuel, hot-test 
bottled gas, and needs no manual 
pumping. The gas burns without 
odor, fumes, grease, or smoke. 

Sold on a money-back guarantee 
basis, the heater can be tried out for 
30 days on the job. 


an and 
240—Drawer Handles 


The Laboratory Equipment Cor- 
poration, St. Joseph, Mich., has in- 
troduced a series of quality die-cast 
Leco handles for cabinets, cupboards, 
and drawers. They possess an anti- 
twist device making  one-screw 
mounting possible. 

The handles with bright chrome 
finish look well on kitchen cup- 
boards, linen closets, medicine chests, 
and similar items. The gold-type fin- 
ished handles are suitable for such 
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furniture as mahogany or oak buf- 
fets, desks, television cabinets. 

A transparent Lucite counter dis- 
play is sent free with orders of the 
Leco handles. 


241—Saw Stop Gauge 


The Consolidated Machinery and 
Supply Co., Ltd., 2031 Santa Fe 
Avenue, Los Angeles 21, Calif., an- 
nounces the Comet adjustable stop 
gauge to put power cut-off sawing 
on a mass-production basis. 

Several predetermined lengths can 
be set at one time and accurate cut- 
offs made as rapidly as the saw can 
pe pulled through the work. The 
cold-rolled steel bar on which stops 
are placed is marked off in % inches. 

The steel stop blocks have stop 
triggers forced against the block by 
the work to prevent misalignment 
and inaccuracy. 


vvv 
242—Water-Repellent 


According to the Wurdack Chem- 
ical Company, St. Louis, Mo., Crys- 
tal, the original silicone masonry 
water-repellent, keeps out moisture 
yet permits the walls to still 
“breathe.” 

It coats microscopic 


pores, stop- 
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For Free Information— 
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B-411_- 
B-415__- 
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We want more information on the fol- 
described in 
SOUTHERN BUILDING SUPPLIES. 
Please send us information on the num- 


806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Clip this coupon and mail it today to: 
SOUTHERN BUILDING SUPPLIES, 
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WHY NOT 
SELL AL? 


MAKE PROFITS 
INSTEAD OF ONE! 


1 ZONOLITE* VERMICULITE “LOOSE FILL” 


Simply poured into place, it permanently insulates 
ceilings and side walls. So fireproof it snuffs out flame! 


ZONOLITE* VERMICULITE PLASTER AGGREGATE 


Mixed with gypsum—makes a plaster that’s only 3 
the weight of sand plaster—won’t chip when nails 
are driven into it—is up to 4 times as fire-retardant 
as sand plaster. 


ZONOLITE* VERMICULITE CONCRETE AGGREGATE 


Mixed with portland cement—makes insulating con- 
crete of countless uses. Ideal for on-the-ground floors 
that stay warm and dry—as permanent as the earth 
itself. 


ZONOLITE COMPANY 


Dept. SBS-01 —135 South LaSalle Street 
Chicago 3, Illinois 


MAIL THE COUPON FOR NEW FREE CATALOG OF TESTED SELLING HELPS 


ZONOLITE COMPANY—Dept. SBS-01 
135 S. LaSalle St., Chicago 3, Ill. 


Rush full information on Zonolite Vermiculite Products 
and Dealer Helps Catalog. 








ping capillary action. Since water 
will neither mix with nor wet sili- 
cones, water on the Crystal-treated 
surface stands in nearly spherical 
drops and does not flow out. It thus 
makes masonry walls virtually self- 
cleaning. 

A single application is said to suf- 
fice. Surfaces treated with Crystal 
retain full water-repellent character- 
istics after 10 years. 


Ywv¥ 
243—Sash Balance 


The Pullman Manufacturing Com- 
pany, Rochester, N. Y., announces the 
Pigmy balance, said to be the small- 
est spring sash balance made. 
Mounted in the window sash itself, 


w 


the Pigmy requires only 1% inches 
depth and %4 inch width. 

The Pigmy’s negative spring is .a 
tight coil of flat material that is 
progressively unwound throughout 
the range of action. The coiling 
torque opposes the uncoiling pull, 
creating a constant spring force that 
guarantees perfect counterbalancing 
of the window. 


PRODUCTS IN BRIEF 


For full details on these new products, return coupon on page 54 


B-411. The Clarke light-weight 
sander, Model OS, is designed for 
cabinet makers, home _ craftsmen, 
painters, plasterers, and others who 
do light sanding jobs. Easily op- 
erated in horizontal, vertical, and 
overhead positions, it has a sanding 
surface of 412-by-8 inches. It weighs 
814 pounds and operates on 115-volt 
AC current. 


B-412. MultaColor enamel per- 
mits the use of two or more colors 
on a wall with just one coat. In bulk, 
MultaColor appears as a homogen- 
ous mass of distinct specks of color, 
each about twice the size of a pin- 
head. When applied, it gives a 
broken-effect finish of two or more 
colors. Available in flat, semi-gloss, 
and gloss finishes, MultaColor can be 
applied by dipping, spraying, or 
brushing. 


B-413. A lighter duty model of 
the Sargent Integralock lockset, de- 
signed especially for residential en- 
trances, is now available. It is a 
mortise lockset with sealed, tamper- 
proof case, offering the security of a 
deadbolt and a protecting shearpin 
in the knob, according to the manu- 


facturer. 


B-414. General Scientific Equip- 
ment’s new Model GS 444 pull-type 
pump drops into drum opening and 
fits snug around tube to prevent 
foreign matter from entering the 
drum. It fits 1%- and 2-inch open- 
ings on 15- and 55-gallon drums. 


B-415. The Flexo fluorescent lamp 
has spring-controlled swivelling de- 
vices for smooth, silent, precision ad- 
justment to any position. Consisting 
of a shade, arm extension, and base, 
the Flexo moves into any desired 
place with a slight touch of the 
hand. 


B-416. The Morrison Roly-Door, 
a four-sectional steel, overhead ga- 
rage door, is now made in a new 9- 
by-7-foot size. Both the wider model 
and the standard 8-by-7-foot door 
are adaptable to a _ 6-foot-6-inch 
opening. 


B-417. The Longboy _ steel-tape 
rule is 50 feet long and rewinds auto- 
matically when the center-plate but- 
ton is pressed. A 100-foot model will 
be available shortly. 


B-418. Silaseal is a transparent 
liquid silicone water-repellent that 
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protects unglazed exterior masonry 
and stone building materials by 
stopping capillary action. It does not 
block pores to interfere with normal 
masonry breathing. It does prevent 
ice from forming in pores or cracks, 
one wear from freeze-thaw 
cycles. 


B-419. The Heston and Anderson 
six-inch jointer is designed to speed 
precision jointing operations. Hand- 
wheels control setting of each table. 
The tables, that extend to 60 inches, 
are rolled up or down to the desired 
setting instantly. The 37-by-4-inch 
guide helps the operator hold close 
— The rabbeting capacity is 5% 
inch, 


B-420. Bendix decorative mold- 
ings are available in a wide variety 
of patterns and woods for enhancing 
furniture and cabinets. Wood orna- 
ments, some imported, are used for 
decorating children’s and adult furni- 
ture and rooms. 


B-421. The Light Warden auto- 
matic emergency exit light operates 
like ordinary exit lights under 
normal conditions. If electricity fails, 
the Light Warden unit instantly op- 
erates from batteries. A powerful 
downbeam of light illuminates the 
floor area. 


B-422. The Detector optical door 
viewer is used in front-door “peep 
holes” to enable the person on the in- 
side of the door not only to see out- 
side without being seen but to have 
a comprehensive, three-dimensional 
view of the area around the door. 
Drilling a hole in the door is the 
major part of installation. Available 
are the stationary model and a re- 
volving model that moves to change 
the view. 


B-423. For use in a low-priced 
central heating system, the Delta 
self-contained automatic  oil-fired 
wall furnace has an output of 52,000 
BTUs an hour. Built-in cold- and 
warm-air registers on both sides of 
the furnace assure heat distribution. 
It can be installed directly on a wood 
or concrete slab floor, and no clear- 
ance is required between wall joists 
and the furnace. 


B-424. The Stow Sani-Auger 
quickly clears toilet stoppages. When 
the auger is in place, the handle is 
pushed down to extend through the 
pipe to the stoppage. Turning the 
crank disengages the stoppage with 
the spiral tip. When the crank arm 
is pulled out, the flexible shaft is re- 
tracted into the tube. 


Vv vw¥v 
244— 351 G E Appliances 


The 1951 line of General Electric 
household appliances includes three 
new refrigerators with extra-large 
freezing compartments across the 
top. A full-width chiller tray pro- 
vides fast cooling of soft drinks and 
storage of meats. It holds extra ice 
cubes for entertaining. 

The new “toe-touch” automatic 
ironer is controlled by toe pressure, 
leaving hands free for adjusting the 
garment. It has 300 square inches of 





WURDACK- did it before 
WURDACK - does it again 


ERYVSTAL 


(PAT. APPL'D FOR) 


‘the invisible silicone 
water repellent 


now better than ever! 


Wurdack pioneered the use of 
silicones as a masonry water re- 
pellent back in 1946. Since then 
the Wurdack laboratories have 
been working constantly to bet- 
ter its product. Now Wurdack 
announces a new and improved 
CRYSTAL that does a better job 
of keeping masonry dry than 
any other type product hitherto 


. available. 
They may look alike, but 
the ring on the left cost 


$2600 on Fifth Avenue. CRYSTAL offers builders and home- 
ee ee owners real protection against 
in tees. Wa ae moisture at low cost. CRYSTAL lasts 
ne ae longer and costs less to apply 
ee feng om pe: than any other type water 
first glance but it’s on the repellent. It permits the use of 
dee cod te walle relatively inexpensive masonry 
CRYSTAL was the first ma- materials without fear of moisture 
sonry water repellent. Im- damage. And to contractors it 
ps0 eon a opens the door to new, profitable 


equalled as a water repellent. di 
sources of business. 











there is no water repellent to equal 
CRYSTAL rar. arpt'o ror) ONE —none in all the world. 


WURDACK CHEMICAL CO. 
4980 Fyler Ave., St. Lovis 9, Mo. 
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Please send me information about CRYSTAL. 
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possibilities 
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ironing space and a built-in clothes 
rack for finished work. 

A new lower-priced model is in- 
cluded in the automatic washer line. 
It features top loading, wash cycle 
and two rinses, and agitator action. 

The range line is headed by a 
double-oven model with push-button 
controls and built-in  electrically- 
heated salt conditioner. Included in 
the line are two deluxe push-button 
ranges, a medium-priced push-button 
model, two standard and two apart- 
ment-size models. 

The dishwasher has a front open- 
ing and top opening. Fully automatic, 
it is said to wash a full load of dishes 
and cutlery in 30 minutes. It fits 
under any standard kitchen counter 
and slides in and out from under the 
counter on rollers. 


vv Yv 
245—“Sure Grip” Holder 


The Stanley 
Works, New Brit- 
ain, Conn., has 
redesigned the 
Stanley No. 205 
“sure-grip” hold- 
er for holding 
hats, papers, tow- 
els, wall charts, 
memos, and nu- 
merous other 
items in home 
and office. 

A smooth work- 


ing clip with rubber roller, the No. 
205 is applied with screws. The rub- 
ber roller will not mark or crease. 
There are no sharp edges to tear 
papers or clothing. 

Illustrations on the holder card 
suggest its many uses to customers. 
A bright yellow and blue display 
card is available. 


wv vwv 
246—Plastic Surfacing 


The General Electric Company, 
Pittsfield, Mass., announces the 1951 
line of Textolite plastic surfacing ma- 
terial in new colors. 

Textolite recently won the Fashion 
Academy Gold Medal for 1951 for its 
beauty in design and color. Colors 
for the ’51 line were chosen by three 
methods—(1) analysis of sales rec- 
ords of colors of home-furnishings, 
(2) showing consumers a variety of 
colors to select the ones they liked 
best, and (3) checking results of sales 
of a product made in various colors. 

Textolite colors have been made 
available to upholstery manufactur- 
ers for matching dinette sets with 
kitchen counter tops and chairs. 


vvv 


~247—Sink Frames 


The R. D. Werner Company, Inc., 
295 Fifth Avenue, New York 16, N. 
Y., announces a new Ardee sink 
frame that is quickly installed to 
make a positively watertight joint. 





OAK FLOORING 


AT 


ITS BEST 





Made of highly polished aluminum, 
this durable frame is rustproof, 

The sink-well is cut 3/16 inch 
larger than the outside top rim of 
the sink bowl. The covering material 
of adjoining cabinet or drainboard 
runs to the edge. The bowl is placed 
on temporary cover clips before the 
Ardee frame is dropped into posi- 
tion. 

The leg of the frame protrudes 
through the sink-well opening. 

Twelve lugs, hooked over the 
groove of the frame, hold the frame 
and sink tightly as screws are 
tightened. 


vvYv 
248—Ventilating Fans 


We are in a position to ship 
Oak Flooring with Air Dried 
Yellow Pine Boards. Also 
K. D. finish molding and all 


pattern stock in pool cars. 


Block Flooring—634” and 9” 
to be laid in Mastic. 


The Murray Company of Texas, 
Howell Mill Road, Atlanta, Ga., an- 
nounces two new window fans and 
two attic fans designed from results 
of an extensive research program. 

The 20-inch portable, ‘home- 
installed window fan has a direct- 
drive motor, several HP ratings, 
two-speed control, and sound damp- 
ening. The 24-inch model’s larger mo- 
tor is belt-driven. 

The attic fans come in vertical- 
mount and horizontal-mount models. 


PLANT AT 


HURTSBORO, ALABAMA 
Phone 129 
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NORTH CAROLINA 


GREENSBORO: The Greensboro 
Block Company has a_ charter 
authorizing it to deal in building ma- 
terials. 


WARRENTON: Bill Perry, man- 
ager of the Warrenton Building Sup- 
ply store, is now president of the 
Chamber of Commerce here. 


SEABOARD: A charter was issued 
to the Sanderlin-Waddell Lumber 
Company to deal in lumber and 
timber. 


ASHEVILLE: The Vandewart 
Lumber Company has applied for a 
charter of incorporation. It sells 
timber, lumber, and wood products 
of all kinds. 


OKLAHOMA 


VICI: “Open house” was held re- 
cently at the Watts Lumber Company 
to show off the firm’s new building. 


ARNETT: Willie Lee Lewis, Jr., is 
new manager of the Long-Bell Lum- 
ber Company here. He succeeds C. 
L. Oakley, who is now in Hugo. 


HUGO: C. L. Oakley replaced 
Melvin Moody, who was transferred 
to the Bristow yard of the Long-Bell 
Lumber Company. 


ALVA: W. L. Ballard has been 
promoted from assistant to manager 
of the A. C. Houston Lumber Com- 
pany. 


EUFAULA: Ed Jennings is new 
manager of the Long-Bell yard here, 
having been transferred from Clovis. 
He succeeds Warren Pixley, who 
now manages the Perry yard. 


HOLDENVILLE: Buford White has 
assumed the duties of manager of the 
Chesnutt Lumber Company yard 
here. He replaces Jack Amrey, who 
is now with the selective service 
board. 


STIGLER: Dean C. Meek now 
manages the Long-Bell yard here. He 
takes the place of Russell Hedge. 


NEWKIRK: Ear! Davis has retired 
after spending 50 years in the lum- 
ber business. His position as assistant 
manager of the Long-Bell Lumber 
Company here has been filled by 
Bob Bickle, formerly of Cushing. 
Davis has been named district court 
bailiff. 


KANSAS 


AUGUSTA: Wilbur LeRoy House, 
of the Deal Lumber Company, and 
his wife, Betty Jean, now have a 
son, Randall Eugene. 


FREDONIA: W. O. Gibbons, well- 
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View of Fire from Front & Side 


| PREVENTS 
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| FIREPLACES 


PRO CONSTRUCTION] ri 
OF THROAT 


SUPERIOR FORM DAMPER 
the Architects’ Friend 


“COOL AIR INLET 


This 36-page book contains 50 beau- 
tiful interiors and fireplace designs. 
These photographs were selected 
from our National Photo Prize Con- 
test. The book contains elevations, 
sections and plans for installation of 
three HEATFORM Models: A, C and 
S. It also shows proper location of 
fireplace for best heating results; how 
to heat adjacent rooms on first and 
second floor, and other valuable fire- 
place information you will want. 


HEATFORM 


@ Model “A” is the standard 
HEATFORM used in homes through- 
out America for the past 30 years. 
Complete information on Model 
“A" and Superior Form Dampers 
is contained in: 

1950—Sweet’s Architectural File, Section 29g/7 
1950—Sweet’s Builder's File, Section 4-c/26 
1951—Sweet's Architectural File, Section 29k/Su 
1951—Sweet's Builder's File, Section 4-d/Su 
1950-51—Western States A-E-C Catalog File 


Model C and S are completely de- 
scribed in Book of HEATFORM Fire- 
place Designs. 


SUPERIOR FORM DAMPER 


— the Architects’ Friend — always building 
good fireplaces without your personal su- 
pervision. It saves in labor time — no forms 
to build, no bricks to cut, no throat to plas- 
ter. Cracking of masonry is eliminated by 
use of rock wool and detached lintel bar. 
It is constructed of heavy steel for lifetime 
service. 


*T. M. Reg. 


SUPERIOR FIREPLACE CO. 


1708-D East 15th St. 
Los Angeles 21, Calif. 


601-V North Point Road 
Baltimore 6, Maryland 


Pioneer manufacturers of heat circulating fireplaces and For:n Dampers. Nationally adver- 
tised to millions of ORM users. Sold through leading building supply dealers ——— 
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known lumber dealer here, spoke at 
the Methodist Men’s Club meeting 
recently and showed films from 
Scotland, England, Holland, and 
France. Pointing out how much less 
the English have under their social- 
istic economic system than we have, 
he warned of the United States’ 
trend toward too much government 
control of business. Gibbons is presi- 
dent of the Fredonia Rotary Club. 


COLUMBUS: The Cherokee Coun- 
ty Lumber Company has added a 
large neon sign on the lawn in front 
of its office. The sign is red on one 
side and green on the other. 


MARION: The Cash and Carry 
Supply Company has opened here. 
Partners Abe Reh and Harry Kline 
are stocking lumber and other build- 
ing supplies, as well as _ livestock 
feeds. 


CONCORDIA: John Hooker, man- 
ager of the Sanborn Lumber Com- 
pany, recently entertained the Ro- 
tary Club with motion pictures he 
made last summer in the Pacific 
Northwest. Many views were of the 
lumber industry. 


ST. MARYS: Earl Long has 
bought the Schumaker Lumber Yard 
from Lawrence Schumaker. He has 
reopened the yard for retail sales. 


IOLA: The Klein Lumber Com- 
pany is enlarging and remodeling its 
building on West Madison. Large 


plate-glass windows in the corner of 
the building are for product displays. 


OXFORD: Louis L. Tangney was 
transferred to Oxford from Wichita 
to manage the Long-Bell yard here. 
He replaces Dean Meek. 


SOUTH CAROLINA 


CHESTER: J. R. Hamrick and Son 
has been granted a charter of in- 
corporation to sell building materials. 
Edith C. Hamrick is president. 


LOUISIANA 


NEW ORLEANS: R. W. Mayronne, 
president of the Mayronne Lumber 
and Supply Company, was elected to 
fill the unexpired term of his late 
father as a director of the First Na- 
tional Bank of Jefferson Parish. 


BATON ROUGE: Robert J. Abbott, 
Sr., has been elected to the retail 
board of the retail merchants’ divi- 
sion of the Chamber of Commerce 
here. Abbott is president of the Dar- 
ling Lumber Company. 


FLORIDA 


PALM BEACH: The Boca Raton 
Lumber Supply Company here has 
been granted a charter. 


COCOA: The East Coast Lumber 
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and Supply Company is_ being 
modernized, according to Manager 
Howard Osteen. A new office build- 
ing has already been completed. 


BRADENTON: The former Russell 
Lumber Company, Inc., is now 
Stewart-Bell, Inc. The new name 
combines those of Dan Stewart, pres- 
ident and general manager, and J. J. 
Bell, secretary and treasurer. The 
firm is expanding its facilities and 
storage space. 


ST. PETERSBURG: George J. 
Deeb has bought the interest of his 
brother and partner, Mike J. Deeb, 
in the Peninsular Building Supply 
Company. As sole owner of the firm, 
Deeb has started increasing the stock 
and enlarging the yard. 


TEXAS 


GARLAND: The year 1951 marks 
the 75th anniversary of the Lyon- 
Gray Lumber Company. The chain 
now has more than 25 branches 
throughout Texas. The yard here was 
established in 1915, and has been 
managed by R. L. Goodson since 
1919. 


ODESSA: Bill Beck has been pro- 
moted to yard manager of the Jeter 
Lumber Company. 


TYLER: In celebration of its fifth 
anniversary here, the Smith County 
Lumber Company held “open house” 
recently. Free orchids were given to 
the ladies. 


DENISON: The Denison Lumber 
Company has moved into larger 
quarters at 1600 West Morton. T. B. 
Palmer and Jess Howell are the 
owners. 


SAN ANTONIO: The _ Crouch 
Lumber Company has opened here 
at 223 Blanco Road. Officers of the 
new firm are C. C, Crouch, presi- 
dent; R. S. Crouch, secretary, and 
Cc. C. Crouch, Jr., treasurer. J. M. 
Dietzmann manages the yard. 


TRENTON: L. F. Southerland has 
announced the sale of the L. F. 
Southerland and Son Lumber Yard 
to Rhom Pennington, of Sherman. 
Dee Patterson manages the yard for 
Pennington. 


MISSOURI 


LIBERTY: The Banks-Wilcox 
Lumber Company yard on East Mill 
Street will soon have a building with 
a 114-foot street front. The yard was 
reconstructed after fire destroyed it 
about a year before. 


CONWAY: D. W. Reaves has 
bought the interest of Lowell Ben- 
nett, his partner, in the Conway 
Lumber Yard and will operate it 
alone. Bennett has moved to Okla- 
homa City. Lloyd Gossage and Wil- 
liam Smith bought the electrical and 
plumbing equipment and stock from 
the Conway firm, and then opened 
an electrical and plumbing business 
in the east wing of the Conway build- 
ing. 


CARROLLTON: The R. Lee Lum- 
ber Company has been bought by 
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Artie Warren, former manager of the 
La Cross Lumber Company at Nor- 
borne. 


EL DORADO: J. L. Duke, of New- 
ton, Kan., has bought a site here to 
open the El Dorado Lumber Com- 
pany. Duke has had 35 years of ex- 
perience in the lumber business. 


KAHOKA: A remodeling job has 
been completed at the R. J. Hurley 
Lumber Company on both the in- 
side and outside. The office and 
estimating room now are finished in 
attractive knotty pine. 


DELTA: Albert Voges and Leon 
Brinkopf have bought the Corbin 
Lumber Yard here. 


ST. JOSEPH: S. Rodney Hastings is 
a new director of the local Y.M.C.A. 
, He is president of the Hastings Lum- 
ber and Wrecking Company. 


LIBERTY: The Badger Lumber 
Company is replacing its old lumber 
shed with new $14,000 structures. 


ARKANSAS 


VAN BUREN: The Twin City 
Lumber Company recently held a 
display of the latest types of alumi- 
num building products. The exhibit 
was in the Reynolds Farm Institute’s 
display coach. 


FAYETTEVILLE: The Sanford- 
Green Lumber Company has been 
incorporated, with authorized capital 
stock listed at $50,000. 


PINE BLUFF: Clark Mosley is a 
new partner of the former W. D. 
England Lumber Company, owned 
and operated by W. D. England for 
the past 14 years. The name has been 
changed to the Jefco Lumber Com- 
pany. 


GLENN E. REA, 49, manager of the 
E. S. Billington Lumber Company in 
Oklahoma City, Okla., died Decem- 
ber 7 at his home. He had been with 
the firm since 1926. He leaves a 
widow and daughter. 


PRESTON REEVES, 48, of Warren, 
Ark., died December 12 of a heart 
attack. He was head of the fire pre- 
vention department of the Bradley 
Lumber Company. Surviving are his 
widow, two daughters, and mother. 


WALTER H. ANDREWS. 72, died 
recently of a cerebral hemmorrhage in 
Lawrence, Kan. He was owner of the 
Shaw Lumber Company. In the Bap- 
tist Church, he served on the build- 
ing committee. He also was a mem- 
ber of the Kiwanis Club, Masonic 
Lodge, and Scottish Rite. He leaves 
a widow, son, and daughter. 


JACOB M. REICHENSTEIN, 69, died 
December 2. He had been president 
of the Cowser and Company lumber 
firm in Dallas, Tex., for 35 years and 











CLARK will 


exhibit at the 


Show, Cleveland, Ohio, . 


Let us send you 

© concise, easy- 
to-read catalog 
on CLARK'S 
leadership Line. 
Just fill out 
ond mail the 
coupon. 


A 


Manpower 


IN EVERY 


\ CLARK 


MACHINE 








STEADILY RISING 

COSTS—growing user 

demands—imminent labor 

shortages! These very real conditions 

need not pose frightening problems to 

alert and able management. 

Given proper machines, manpower can 
deliver a great deal. more power—and enjoy 
doing it; more power that translates into 
greater production at lower cost. 

Now that CLARK has added Powered Hand 
Trucks to its Leadership Line of Fork Lift 
Trucks and Industrial Towing Tractors, it is 
better fitted than ever before to help 
Management meet the challenges of a most 
critical era. For it is in the field of Materials 
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savings, for increased production, for improved 
efficiency and for the betterment of 
employee relations are to be found. 
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in the lumber business for nearly 
half a century. He was a Mason and a 
Shriner. Surviving him are _ his 
widow, two daughters, and 
seven grandchildren. 


JOHN B. YATES, well-known head 
of the John B. Yates Company in 
Pennsboro, W. Va., died November 
13. His son, G. Sinsel Yates, continues 
the lumber business. 


CHARLES LEE CABE, 87, promi- 
nent Texarkana, Ark., lumberman, 
died November 19. He had been as- 
sociated with several lumber firms 
and helped organize the Gurdon 
Lumber Company in Gurdon, Ark. 
He was active in the First Methodist 
Church in Texarkana. He leaves a 
widow, daughter, four sons, and six 
grandchildren. 


JAMES E. EDGE, 74, part owner of 
the Stamps Lumber Company in 
Stamps, Ark., died December 5. His 
only immediate survivors are six 
nephews. 


JOHN C. ARENDT. 48, salesman 
for the Masonite Corporation for 15 
years, died December 9 of a heart 
attack. His territory included west- 
ern Tennessee, eastern Arkansas, 
and part of Mississippi. Arendt was 
convalescing from a skull fracture 
incurred in late September. , ; 


ED G. DECKNER, SR., 63, vice- 
president of the East Point Lumber 
Company, died in an Atlanta, Ga., 
hospital on December 26. He had 
been president of the West End Busi- 
nessmen’s Association and a member 


son, 





VARIETY of WINDOWS at JOBBERS’ FAIR EXHIBIT 


Visitors to the Coastal Empire Fair in Savannah, Ga., October 16-29, 
were impressed by the variety of window units and roofings that are 
available from a modern materials jobber such as the Neal-Blun Com- 
pany. This firm displayed steel, aluminum, and wood window units of 
both the double-hung and awning types in their exhibit of millwork, 
asphalt and asbestos roofings, and other materials. The men with the 
souvenir yardsticks in the photo above are Ellison Gilbert, left, and 
W. D. Perkins, right, salesmen for this Georgia wholesaling firm. 





of the Atlanta City Council, represent- 
ing the old 10th (West End) ward. 
A member of the Capitol View Meth- 
odist Church, he was serving as master 
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@ it is designed to fit ANY type building EASILY 
@ installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
@ WIND-WAY sells “on sight” to people who recognize it 
as a simple, foolproof, superior fan 
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FAN AND VENTILATOR CO. 
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of his Masonic lodge when he died. 
Surviving are his wife, one son, Ed G. 
Deckner, Jr., a brother, and a sister, 
all of Atlanta. 


ROBERT McALKIN WILLIAMSON, 
81, retired lumberman, died in Dal- 
las, Tex., recently. During most of 
his career, he was associated with 
the lumber industry and operated his 
own brokerage firm. He is the grand- 
son of the first Texas Congressman, 
R. M. Williamson. Surviving are his 
widow, daughter, son, and brother. 


WILLIAM A. DAVENPORT. 36, 
prominent Mississippi lumberman 
and banker of Forest and Jackson, 
died December 19. He helped organ- 
ize the Bienville Lumber Company in 
Alberta, La., and later operated the 
company in Forest. He also was as- 
sociated with several banks. Daven- 
port was popular for his many philan- 
thropies, such as Boys Town, Neb., 
the YMCA, and the Mississippi Chil- 
dren’s Home Society. He is survived 
by one daughter. 


Window Washing Test 


An independent Detroit research 
company recently made a time- 
check of the washing operation of 
removable windows against the 
non-removable, double-hung type. 

An R. O. W. window was used 
as the removable model. It had the 
same number of panes and was 
exactly the same size as the non- 
removable unit. 

Washing time for the R.O.W. 
window was a fraction less than 
two minutes, compared to 6% 
minutes for the non-removable 
window. =n 
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LINGO PLANT 


(From page 25) 


ing sizes, grades, and workings at 
the car door, and then it is carried 
into the storage sheds by a giant 
fork-lift truck. Some conventional 
bins are used for special lumber 
items. But most of the lumber is 
piled by the lift truck in stacks uv 
to 20 feet high in the two sheds. 

Warehouses built up to dock 
height extend 400 feet along one 
side of the railroad spur. Such 
items as flooring, cement, roofing, 
and wallboards are handled on 
roller conveyors from car to stor- 
age, and then on to trucks tor 
delivery. A smaller lift truck will 
handle other warehouse items. 

Plans are under way for ad- 
ditional buildings to meet expand- 
ing needs. Construction will start 
soon on another shed for lumber 
bins and on another building for 
housing the millwork shop. 

The Lingo Lumber Company was 
organized in February, 1950. Its 
first president was E. H. Lingo, 
who also was the first president of 
the Lumbermen’s Association of 
Texas, 

W. M. Lingo, the son of E. H. 
Lingo and vice-president and 
manager of the yard since the 
firm was organized in 1905, be- 
came president in 1927 upon the 
death of his father. Under his di- 
rection and leadership, the com- 
pany grew from a one-horse, four- 
mule lumber yard into one of 
the leading yards in Dallas, which 
supplies materials for as many as 
400 new houses a year. 

The two sons of W. M. Lingo— 
G. D. and W. M. Lingo, Jr.—have 
continued the business since his 
death. With his son-in-law, Wilson 
Schoellkopf, they are now direc- 
tors of the company. 

W. M. (Mack) Lingo, Jr., now 
president of the Lingo Lumber 
Company, started out in the busi- 
ness when he finished college in 
1936. Almost single-handedly he 
was responsible for the first and 
succeeding 30-day schools for 
building - supply personnel at 
Southern Methodist University, for 
he gave generously of his time to 
the project. 

In his firm’s new plant, Mack 
Lingo has incorporated the best 
operating and merchandising ideas 
gleaned in the courses and from 
the experience of other successful 
dealers. Thus, he can show future 
students, as well as the alumni of 
the courses, a modern yard planned 


and equipped for mass handling 
and modern merchandising of 
building materials! 

Lingo is a director of six other 
companies. They include the Bur- 
ton-Lingo Company in Fort Worth; 
Burton Lumber Corporation, Gal- 
veston and Houston; R. J. Hurley 
Lumber Company, Kansas City; 
Eclipse Lumber Company in Clin- 
ton, Iowa; Louisiana Central Lum- 
ber Company and the Louisiana 
Long-Leaf Lumber Company in 
Clarks and Fisher, La. 

Other officers of the Lingo Com- 


pany are: J. D. Sheppard, executive 
vice-president; Ward E. Bell, vice- 
president and sales manager; T. 
Roy Hudson, secretary-treasurer, 
and Malcolm Crow, assistant sec- 
retary-treasurer 


A-2. “BRICK AND TILE Engineer- 
ing” is a new volume of engineering 
data on brick and tile construction. 
It describes the origin, manufacture, 
types, and properties of structural 
clay products. The Structural Clay 
Products Institute, 1520 18th Street 
N. W., Washington 6, D. C. 
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screen ready to set. 


Doors, and Millwork. 





2201 29th Ave., North 


You can get 
them NOW! 


No delays, no shortages on National 
Window Units 


WOODWORKS WOOD. Prompt shipments on trailer- 


load quantities. 


made of seasoned 
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The Complete Packaged Units 
that offer Every Advantage 


National Window Units come complete. 
Each individual unit arrives at your ware- 
nouse with the sash prefitted to the 
frame, Unique Balances and weather- 
stripping in place, and the all-aluminum 


The low prices and the easy handling 
make them easy selling and a favorite 
with dealers throughout the South. 


DEALERS: Write for price sched- 
ules and the new catalogue showing 
the complete line of Windows, 


NATIONAL 
WooDWCc <«S 


BIRMINGHAM 7, ALABAMA 
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16,000 Expected at 
Chicago Home Show 


Advance registrations indicate 
that 16,000 persons from the 
homebuilding industry will be in 
Chicago, Ill., for the annual con- 
vention and exposition of the Na- 
tional Association of Home Build- 
ers, January 21-25. 

Builder interest will be centered 
in convention sessions dealing with 
financing, material scarcities, and 
other production problems. 

Sharing the spotlight will be a 
huge exposition of the latest 
building materials and home 
equipment. More than 700 home 
building products will be on dis- 
play in the exhibit halls of the 
Stevens and Congress Hotels. 


CISPI in Washington 


Robert Dick, executive secretary 
of the Cast Iron Soil Pipe Insti- 
tute, has opened new Washington 
offices of the institute in the Heu- 
rich Building, 1627 K Street, N. W., 
Washington 6, D.C. 

This organization represents 27 
major manufacturers of cast-iron 
soil pipe and fittings. 


Group Insurance 
Provided in Miss. 


A Christmas present for 425 
employees of 50 dealers who are 
members of the Mississippi Retail 
Lumber Dealers Association was 
news that they would be covered 
by group life, surgical, and hos- 
pital expense in 1951. The policy 
is carried with the Home Life In- 
surance Company of New York, 
which is represented in Mississippi 
by Otis M. Barry, of Jackson. 

The group insurance is non-con- 
tributory for the employees—the 
premium is paid completely by 
their employers to the MRLDA, 
which handles the business with 
the Home Life company. 

Employees, however, may cover 
all their dependents with hospital 
and surgical insurance through 
the program at low cost. 

The employee coverage includes: 

For active partners, owners, and 
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INVESTIGATE THIS WALL FACING 


Made of sturdy aircraft aluminum... lus- 
trous enamel finish permanently bonded to 
metal after it is formed. Won't chip, crack, 
peel or corrode . . . fireproof, waterproof, sani- 
tary. Fourteen decorator colors...over 25 dif- 
ferent shapes and sizes of tile, self decorating. 
Light in weight, but strong. Easy to apply, 
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officers — $3,000 life insurance, 
$8.00 daily hospital expense bene- 
fit, $80.00 maximum additional 
hospital benefits, and $200.00 max- 
imum surgical expense, Estimated 
monthly cost, $5.13. 

For foremen, supervisors, and 
office workers—$2,000 life insur- 
ance, $6.00 daily hospital expense 
benefit, $60.00 maximum addi- 
tional hospital benefits, and 
$200.00 maximum surgical ex- 
pense, Estimated monthly cost, 
$3.65. 

All other dealer employees — 
$500 life insurance, $6.00 daily 
hospital expense benefit, $60.00 
maximum additional hospital ben- 
efits, and $160.00 maximum surgi- 
cal expense, Estimated monthly 
cost, $1.70. 

The group insurance for depend- 
ents of all classes of employees is 
the same and costs each the same 
—$3.80 a month for the depend- 
ents of each employee. The cover- 
age: $6.00 daily maximum hospital 
expense benefit, $60.00 maximum 
additional hospital benefits, $60.00 
maximum maternity benefit, and 
$200.00 maximum surgical ex- 
pense. 

Hospital and surgical claims will 
be paid from the office of E. B. 
Lemmons, secretary-treasurer of 
the Mississippi Retail Lumber 
Dealers Association. Death claims 
must be paid from the home office 
of the insurers, the Home Life In- 
surance Company of New York. 


Convention 
PRE-VIEWS 


THE KENTUCKY Retail Lumber 
Dealers Association will hold its 
46th annual meeting at the Brown 
Hotel in Louisville, January 15-17, 
with exhibits. The second day of 
the convention, Tuesday, will be 
devoted to two panel discussions. 
The morning session will be fo- 
cused on national conditions — 
credit restrictions, financing, allo- 
cations and priorities, and price 
controls. ; 





Participants in this “national” 
panel will be Judge Roscoe R. 
Dalton, Kentucky state director 
for FHA; H. R. Northup, NRLDA 
executive vice-president; John 
Haynes, construction division di- 
rector of the National Production 
Authority, and Rumsey Taylor, 
who will give the dealer’s view- 
point. He is manager of the Prince- 
ton Lumber Company in Princeton, 
Kentucky. 

The afternoon panel will con- 
centrate on dealers’ everyday op- 
erating problems and opportuni- 
ties, such as wage-hour regula- 
tions and the supply outlook. 

Eight dealers from throughout 
Kentucky will report at the after- 
noon session on the supply situa- 
tion, credit restriction effects, and 
1951 business prospects. Suppliers 
will be invited to report their re- 
spective delivery prospects from 
the floor. 

Don A. Campbell, secretary of 
the Kentucky Retai] Lumber Deal- 
ers Association and a Lebanon 
lumber dealer, will serve as mod- 
erator of both panels. 

Principal speakers at other ses- 
sions of the Kentucky conclave 
will include Gates Ferguson, ad- 
vertising manager of the Celotex 
Corporation; Joseph Leopold, Dal- 
las, Tex., attorney, and Ralph 
Carney, Wichita, Kan., sales lec- 
turer 

U. S.-Mengel Plywoods, Inc., 
will conduct three tours of dealers 
through their Louisville panel and 
door plant during the convention. 


DOOR (SIR)PRIZE! The Red 
Cedar Shingle Bureau will offer 
as a door prize at many dealer 
conventions this season a crisp $20 
bill “inflated to old-time values” 
by attaching thereto a pre-stained 
Certigrade processed shake, all 
wrapped up as a fancy box of 
candy and tied with a bow of red 
silk ribbon. 


NINE DEALERS will partici- 
pate in a clinic on the Retail 
Building Materials Market in 1951 
at the 63rd annual convention of 
the Southwestern Lumbermen’s 
Association in the Municipal Au- 
ditorium at Kansas City, Mo., on 
January 25, Chosen for their lead- 
ership and geographical location 
in the four-state territory of 
SWLA, the dealers will take 10 
minutes each to cover these nine 
clinic topics: 

1. The market for new homes 

2. The home modernization and 
repair market. 

3. The farm market. 


4. The commercial and indus- 
trial market. 

5. The contractor-generated 
sales market. 

6. The counter-merchandise 
market. 

7. The market for appliances. 

8. The specialty application 
market. 

9. The yard fabrication market. 

Another innovation at SWLA’s 
convention this year will be the 
first annual alumni breakfast of 
graduates of 30-day training 
courses for building-material per- 
sonnel that have been sponsored 
by the association. Many of the 
127 graduates will attend the “re- 


union” at the Hotel Muehlebach on 
January 25 

The SWLA convention opens on 
January 24 and runs through Jan- 
uary 26, with all principal sessions 
and the big exhibition of building 
materials and services for dealers 
at the Municipal Auditorium. 

VIRGINIA dealers will observe 
the silver anniversary of their 
Virginia Building Material Asso- 
ciation at the John Marshall Hotel 
in Richmond, February 15-16. A 


directors and their wives will be 
enjoyed February 14. 

Art Hood, editor 
Lumberman, will 


of American 
speak on the 
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© Eliminate Waste — of both time and materials 
© Reduce Labor — by avoiding on-the-job fabrication 
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BIG. REMODELING 


Keep Pace 
With Your’ 


Customers’ Needs 











With the experts forecasting 
greater emphasis on remodeling, 
NOW IS THE TIME to place 
‘Wal-lite on your stock list. Wal- 
lite Wallboard Panels in baked 
finish have the quality and beauti- 
ful colors you'll be proud to sell. 
Be prepared for those remodeling 
jobs that you'll need to replace 
new construction. It will pay you 
to get your name on your Jobbers 
Weal-lite Customer List . . . right 
away. 


Best Quality Baked 
Enamel Finish 


Wal-lite is made to be the best in 
its field. Steady sales growth 
month after month against similar 
products prove its quality is highly 
acceptable by consumers. See it 

. . Stock it... show it... and 
you'll sell it. Your Jobber is the 
man to see. 


Contact Your Jobber NOW! 


Manufacturing Company 
10th & Fayette, N. Kansas City, Mo. 





{ convention theme, “Look for the 


Silver Lining,” at the Thursday 
afternoon session. President Er- 
nest L. Whitehurst will make his 
report. Speaker at the dinner will 
be Edward McFaul, Chicago hu- 
morist-philosopher. 

An open-forum session will fol- 
low the Early Bird breakfast Fri- 
day. With Bill Parsons as modera- 
tor, dealers and suppliers will par- 
ticipate in the discussion from the 
floor. The association group in- 
surance program, 30-day training 
courses, and FHA observations 
will be discussed by officials. 

The secretary of the Kentucky 
Retail Lumber Dealers Associa- 
tion, Don A, Campbell, of Leb- 
anon, Ky., will be the principal 
speaker Friday afternoon. His sub- 
ject will be “Serving on the Home 
Front.” Stanley Horn will emcee 


the annual banquet. 


THE CAROLINA Lumber and 
Building Supply Association’s 28th 
annual convention will combine 
lively forum discussions of current 
topics and the organization’s larg- 
est exhibition of building materi- 


als at the Municipal Auditorium in 
Asheville, N. C. The dates are 
March 20-22. 

Secretary-Manager Maurice 
Garner announces that the busi- 
ness program for the first day will 
be a forum, with several trade- 
magazine editors and NRLDA of- 
ficials comprising the panel. Out- 
standing speakers will address the 
Carolina dealers the second day. 


MISSISSIPPI dealers will get to 
hear two outstanding speakers at 
their annual meeting in Biloxi, 
Miss., April 5-6. These are Clayton 
Rand, Gulfport columnist, editor, 
and humorist, and W. W. (Bill) 
Woodbridge, secretary-manager of 
the Red Cedar Shingle Bureau. 

A forum on dealer problems and 
practices also is planned by Secre- 
tary E. B. Lemmons. 


THE FLORIDA dealers’ 31st an- 
nual convention will begin with 
the usual golf tournament and 
Hoo-Hoo concatenation, It will be 
held at Daytona Beach’s Sheraton 
Plaza Hotel, April 18-20. 





ASSOCIATION HOME PLANS POPULAR 


E. B. Lemmons, secretary of the Mississippi Retail] Lumber Dealers 
Association, is seen at right showing a new house plan to state officials 
of the Federal Housing Administration in Jackson. They are Paul Kemp, 
seated, the new state FHA director who succeeded the late W. T. Pate, 
and W. V. (Val) Yates, veteran FHA chief underwriter in Mississippi. 

A native of Clarksdale, Kemp had been connected with Beers and 
Company, a New Orleans investment house, prior to his FHA appoint- 
ment. One of his first acts was to write a personal letter of cooperation 
to building materia] dealers throughout the state. 

Lemmons explained to Director Kemp the way MRLDA provides low- 
cost home plans to prospective builders who are referred by FHA 
personnel to his office or to lumber dealers throughout the state. In 
1950, the Mississippi Retail Lumber Dealers Association sold 3,800 sets 
of blueprints of home plans for $2.00 a set. All of the plans are FHA- 
approved and drawn by experienced draftsmen or architects. 


SOUTHERN BUILDING SUPPLIES for JANUARY, 195! 





21 “Bats” Offered 
Oklahoma Dealers 


At a meeting of directors and 
officers of the Oklahoma Lumber- 
men’s Association on December 15 
in Oklahoma City, 21 projects and 
activities were discussed and ap- 
proved for 1951. They include 
legislative, merchandising, and 
public relations aids for Oklahoma 
building materials dealers, 

The OLA activities and projects 
will include reports on govern- 
ment orders, farm building pro- 
gram, Title I—Section 8 program, 
traffic service, group insurance, 
news bulletin, legal information, 
employment service, direct infor- 
mation service, youth program, 
four-year lumbermen’s course at 
Oklahoma A. and M. College, 30- 
day training courses at Southern 
Methodist University, short course 
at A. and M. College on selling 
farm market, farm building day in 
the state capital, 16 district meet- 
ings, federal and state legislative 
program, Home of Month plan 
service, farm plan service, month- 
ly tax calendar, fifth annual con- 
vention on October 16-17, and 
1951 OLA directory and buyers’ 
guide. 

With the new president, Paul K. 
Leonhard, in charge, the board ap- 
proved the program, as outlined 
by Secretary-Manager W. M. Mor- 
gan, and voted an adequate budget 
to carry it out. 


Face Defense Effects 


“The lumber industry tradi- 
tionally reacts more quickly and 
more violently to the lack of bal- 
ance between supply and demand 
than almost any other industry,” 
Hurley G. Hust told members of 
the South Plains Retail Lumber- 
men’s Association recently. 

The meeting, attended by 75 
lumbermen, was one of a series of 
meetings in Texas to discuss the 
industry’s position under present 
mobilization plans. 

A prominent member of the 
Lumbermen’s Association of Texas, 
Hust predicted that the real impact 
of government buying on the 
Texas lumber market would come 
early in the year. 


Human Relations Topic 
at Missouri Convention 


“Human Relations’ was the 
theme of the 39th annual conven- 
tion of the Northeast Missouri Re- 
tail Lumber Dealers Association in 


Moberly on November 21. More 
than 300 persons attended the clos- 
ing banquet to watch the perform- 
ance of Harlan Tarbell, famed 
mystery scientist of Chicago, IIl. 

W. P. Sandford, speech profes- 
sor at St. Louis University, dis- 
cussed “How to Be at Your Best in 
Human Relations.” 

William Robinson, of Paris, was 
re-elected secretary-treasurer of 
the district organization. The new 
vice-president is C. W. Reineking, 
of Louisiana, Mo. Swinging the as- 
sociation gavel for the next 12 
months will be R. E. Williams, of 
Silex. 


Sales, Building Cycle 
Relationship Studied 


It is possible that certain operat- 
ing and sales policies used by re- 
tail lumber dealers during periods 
of declining building volume may 
not be the best ones to pursue in 
times of a large volume of busi- 
ness, and vice-versa, according to 
the Lumber Dealers Research 
Council. 

To find an answer as nearly ac- 
curate as possible to this question, 
the LDRC has drawn up a contract 
with Carroll Belknap to conduct a 
marketing study. 
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MEMBER ALUMINUM WINDOW MFRS. ASSN. 


These features place Metal Art Windows among 
the finest, strongest, and most beautiful windows available 
at any price. 
PLUS: Excellent delivery and service. Let us prove it 
to you. 


METAL ARTS MANUFACTURING COMPANY, INC. 


P. O. BOX 4144 


ATLANTA, GA. 
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PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE © 
A slight pull of the cord and the 
cleverly engineered counter weights 
silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 

RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and _ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 

INSULATED 
Panel is insulated with Cellufoam and 
protected with tough chip board. 

SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 

FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8' 9" fits from 7' to 8' 9" ceiling, 9° 9" 
fits from 8' 9" to 9° 9" ceiling. 

REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 

SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 

For complete information write us today 


Manufactured by 


PRECISION PARTS CORP. 


Nashville 7, Tennessee 
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NEW STORE STIMULATES SALES 


(From page 35) 
floor, also serves as cooling equip- 
ment for the store. Plans are being 
made to install air-conditioning by 
next spring—the final touch to a 
completely modern store. 

Like so many structures being 
constructed today, the building is 
radiant-heated. 

As up-to-date as the store itself 
are the company’s relations with 
its employees. Once a month a din- 
ner meeting is held, at which sales 
techniques and new ideas are 
brought up. Any employee with a 
new suggestion is asked to present 
it for general discussion at these 
meetings. 

Firm believers in well-trained 
personnel, Dealers Heinz and Spur- 
rier have sent salesmen to North 
Carolina State College’s 30-day 
training courses for building ma- 
terial retailers and to a training 
session offered by a woodwork 
manufacturer. 

Most of the employees have com- 
pleted the “Tested Selling Meth- 
ods” course sponsored by the Nat- 
ional Retail Lumber Dealers As- 
sociaion. 

The H and S Lumber Company 
has always paid annual bonuses to 
its employees, based on company 
profits and the personal contribu- 
tion of each employee during the 
year. 

Negro employees are paid a bo- 
nus once every three months at a 
barbecue dinner. The amount of 
this bonus is determined by their 
rating for the past three months— 
excellent, good, fair, and poor. The 
oldest Negro employee, in terms of 
service, helps rank these workers, 
who are mostly truck drivers and 
yard laborers. 

“Since we've initiated this rating 
and bonus system,” Spurrier told 
us, “‘we’ve noted a marked im- 
provement in our Negro workers’ 
accomplishments. 

During our visit we stopped to 
chat with a customer, He was one 
of about 800 farmers in the area 
who are on the H and S direct-mail 
list to receive information of spe- 
cial interest to farmers. And did he 
think the new Charlotte store was 
a little fancy for country boys? Not 
on your life! Every time he stopped 
in on his way back to the farm, he 
got a new idea by just browsing 
around.” 

To help lure more prospects to 
its 5,000-square-foot sales floor, the 
H and S uses spot radio commer- 
cials and has two radio programs. 


One is slanted to women’s interests. 


New Charlotte residents receive 
a letter from the H and S Lumber 
Company welcoming them to the 
city and acquainting them with 
the many helpful H and S services. 
Another direct-mail piece is sent 
to those moving from house to 
house, offering help with home im- 
provements. 

And at the beginning of each 
year, customers with an excellent 
credit rating are sent a letter of ap- 
preciation for giving H and S their 
business. 

This company’s ‘packaged’ 
home - planning service — which 
even includes advice on lots—ac- 
counts for about 30 per cent of the 
total sales. After a customer brings 
in his ideas, H and S draftsmen 
draw up plans for structures cost- 
ing under $15,000 for a charge of 
one per cent of the estimated build- 
ing cost. Half of this charge for the 
plan is refunded if all materials 
are purchased from H and S. 

This building supply dealer par- 
ticipates each year in the Charlotte 
Home Show. Approximately 25,000 
persons visited the H and S exhibit 
at the 1950 show. The 600-square- 
foot display was staffed by eight 
company salesmen and from three 
to five representatives of the manu- 
facturers of the displayed products. 

Comments Vice-President Spur- 
rier on the home show: “Although 
the exhibit entails considerable ex- 
pense and manpower, it enables 
our salesmen to contact more home- 
building prospects in a week than 
could possibly be visited in several 
months of field calls. And, too, at 
the home show, the salesman has 
at his fingertips all the principal 
materials to show each prospect.” 

Heinz and Spurrier both were 
associated with the retail division 
of the Wearn Lumber Company in 
Charlotte until 11 years ago. When 
this company began to concentrate 
on special millwork, Heinz and 
Spurrier bought the retail opera- 
tions and formed the H and S Lum- 
ber Company. In 1941 they bought 
the Rocky River Lumber Company, 
28 miles from Charlotte, which is 
now used as a concentration yard. 

Staying constantly alert to find 
out—sometimes through trial and 
error—just what most appeals to 
customers and the best way to 
make friends with them has paid 
off for these progressive partners. 
The H and S Lumber Company’s 
sales now exceed $1,000,000 a 
year. 
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INVENTORY SYSTEM 
(From page 24) 


can now work on closer margins 
and thereby use our warehouse 
space more profitably. 

The Inventory Control supplies 
department heads with accurate 
information, proving a_ practical 
guide to sounder buying. We had 
on hand a quantity of locksets 
with glass knobs that were lag- 
ging behind in sales. Finding that 
the trend in this area is away 
from this item, we called on the 
manufacturer who was glad to 
substitute for these the lock-in- 
the-knob sets. He had another 
area in which locksets with glass 
knobs were in demand. 

Reports are made to the depart- 
ment heads periodically now. Mer- 
chandise does not gather dust in 
the warehouse waiting for January 
1 inventory to roll around. 

I believe our Inventory Control 
card system is practical for any 
company whose volume is at least 
$1,000 a week. Depending on the 
volume of the business, a card 
control system may take a full- 
time clerk, or a clerk and a man- 
ager. 

Regarding reporis I should like 
to point out that accurate reports 
does not mean reports that are too 
detailed. When it takes too much 
time to prepare those reports, it 
means increased personnel. Too 
much detail in limited available 
time is likely to reduce accuracy. 

It has been our experience at 
Barber and Ross that one person 
should post no more than 500 
items a day. One can not cheat at 
these records or inaccuracy results 
and the control files become un- 
reliable. 

High buying efficiency can come 
only out of a recorded account of 
each item, for here will be re- 
vealed the full picture of what is 
actually happening—not only 
within the framework of the com- 
pany, but also the trends of the 
times. 


Head Atlanta Builders 


The Home Builders Association 
of Atlanta installed Ben M. Smith, 
Sr., as new president at the De- 
cember 5 meeting. 

The new slate of officers also 
includes Ed A. Barton, vice-presi- 
dent; R. W. Johnson, Jr., treasurer, 
and J. A. Gresham, secretary. 

Directors for this year are D. L. 


Stokes, V. S. Beem, T. B. Mimms, 
J J. E. McJenkin, 
Leonard L. Long, E. W. Keappler, 


G. Howell, 


and F, A. Norwood. 
R. R. Hallman and E. R. Haw- 
kins are national directors. 


Larkin Heads Builders 


James Larkin was recently in- 
stalled as new president of the 
Home Builders Association of 
Shreveport, La. Roy Herring was 
made vice-president; Sigmond E. 
Florsheim, treasurer, and Gerald 
S. Goodman, secretary. 


Craft Still President 


Milton Craft, of Memphis, Tenn., 
Was again chosen to head the Na- 
tional Oak Flooring Manufactur- 
ers Association at the recent an- 
nual meeting at the Peabody Ho- 
tel in Memphis. Craft is president 
of the Chapman and Dewey Lum- 
per Company. 

T. C. Matthews, of the M. B. 
Ferrin Lumber Company in Cin- 
cinnati, Ohio, was elected vice- 
president. Henry H. Wilkins was 
re-named secretary-treasurer, 

The group voted to support the 
National Oak Wilt Committee. 








One-der Frames 


See them at Chicago 


NAHB Convention, Jan. 21-25 
Booth 103, Stevens Hotel 


Complete One-Piece Metal Frames 
for any type of Construction 


Each frame arrives on the job 
a complete, one-piece unit 
ready to set in the wall. No 
job-site assembly. No pieces to 
put together. No carpenter la- 
bor required, Nothing extra to 
buy. 








Made of 18-gauge steel, weld- 
ed for strength, the frames are 
treated for rust prevention 
They come with a prime coat 
of light gray Zine Chromate 
They are easily finished in 
light colors with one addi- 
tional coat. 


Whatever the type of building 
One-der Window Frames and 
One-der Door Frames mean 
savings in cost and installation 
time, plus a handsome appear- 
ance that is permanent, 


Window Frame 


Available for Rapid Delivery 
Dealers in Principal Cities 


See your dealer or write 


OMNE-DER FRAME 
Corporation 


2109 Third Ave., North 
Birmingham 3, Ala. 
Telephone 3-1267 
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ADVANTAGES 
THAT SELL 


ail 


Steel ZAM 
Windows 











BOTTOM 
VENTILATION 


REMOVABLE 
SASH 


Effortless operation gives any 
of three openings, or remov- 
able sash. 


© Weathertight Construction 
Double contact with leak- 
proof watershed sill stops 
wind and rain. 


© Maximum Strength and Rigidity 
Sturdy 14 gauge frame, elec- 
trically welded throughout. 
Fins welded to jambs for easy ' 
installation in block or poured 
concrete walls. 


Also casement, utility and barn win- 
dows, Vento steel lintels for cost- 
saving block construction. Write for 
full information. 


VENTO SPs 


253 COLORADO AVE. * BUFFALO 15,N. Y. 
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Shown above is the newest prefabricated, low-cost home available from 
Gunnison Homes, Inc., United States Steel Corporation subsidiary in 
New Albany, Ind. A ranch-type home, it was introduced at the conven- 
tion of the National Association of Real Estate Boards in Miami Beach, 
Fla., November 12-19. Available this month, this Gunnison home will 
sell in the $7,000 to $10,000 price range in five sizes containing two and 
three bedrooms. Called the Coronado, this prefab design will be fully 
insulated, have completely modern electric, plumbing, and heating equip- 
ment. Its low-pitched roofs with wide, overhanging eaves, sweeping 
horizontal lines, and large picture windows are a departure frem the 
relatively conventional designs of previous Gunnison homes. 





ESTIMATING 
(From page 33) 


constantly figuring houses with 
similar foundations, floor systems, 
wall framing, roof members, and 
other common details, it not only 
is practical but a tremendous saver 
of time to develop and use square- 
foot costs.” 

Brownlee’s Estimating System is 
divided into four major sections in 
addition to the introduction. The 
first explains, and provides fill-in 
pages for, local labor and material 
costs grouped according to the se- 
quence of construction work or 
use. 

The second section describes and 
leads to the calculation of basic 
keys to construction costs. They 
include excavation, concrete, ma- 
sonry, basement posts, built-up 
girders, floor sections, finish floors, 
wall framing, finish siding, ceiling 
joists, roof rafters and sheathing, 
roof coverings, wood porches and 
wood steps, interior dry walls, ex- 
terior and interior molds, and mill- 
work with finish hardware. 

For example, in Columbus, 
Miss., the Chilcutts figured the 
basic key for 100 square feet of 
drop siding with building paper, 
all in place, in this fashion on the 
basis of local labor and material 
costs: 125 feet of 1x8 D pine siding 
at a unit cost of $150.00, $18.75; 
100 square feet of building paper 
at a unit cost of $3.50, $1.00; 2 


pounds of nails at a unit cost of 
$0.12, $0.24; 3.1 hours of labor 
(averaging 400 board feet an hour) 
at a unit cost of $1.40, $4.35. This 
results in a total cost of $24.33 for 
100 square feet of such finish sid- 
ing in place. 

The third section of Brownlee’s 
Estimating System explains the 
handling and estimating of sub- 
contracts and overhead expenses. 
Fill-in tables for local unit and 
total figures are provided along 
with example figures and basic 
key numbers for the following 
probable sub-contracted phases of 
construction: lath and plaster, 
painting, wallpaper, gutters and 
down-spouts, linoleum, plumbing, 
heating, wiring, built-up roofing, 
tile work, insulation, storm doors 
and windows, driveways, and 
finish grading. Of course, the 
formulas are applicable whether 
the dealer subcontracts any or all 
of these jobs or handles them 
direct. 

The portion of this third section 
of the Estimating System that 
covers Overhead Expenses ex- 
plains the need for protection of 
reward for planning service, lot 
surveying, permits and temporary 
water, job-site preparation, super- 
vision of construction, insurance 
of all types, payroll taxes, con- 
struction loan expense, miscel- 
laneous overhead items, and profit 
from the contract. 

The final section of Brownlee’s 
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Fstimating System covers Local 
Cost Figures with a Sample Esti- 
mate. It provides places for re- 
cording the local square-foot and 
lineal-foot costs, developed local 
unit costs, and the estimated cost 
of work usually done by sub-con- 
tractors, The author furnishes a 
supply of Job Estimate sheets for 
figuring the total cost and labor 
cost for each of the 98 listed and 
other construction steps and items 
involved in sequential order. 

Ben F. Chilcutt and Sons have 
not only used this Estimating Sys- 
tem in determining costs of con- 
struction of houses for which they 
have furnished materials to con- 
tractors and homebuilders, but 
also in figuring the cost of the 
some 250 houses they have built 
in and around Columbus, Miss., 
selling for costs ranging from $4,- 
000 to $20,000. 

After all this use of this simpli- 
fied system, Jack Chilcutt declares: 

“If I knew we could not buy 
another copy of Brownlee’s Esti- 
mating System, because it was out 
of print or discontinued, I would 
not sell our copies for $10,000!” 

The three Chilcutt brothers and 
their father are as smart mer- 
chandisers as they are risk-takers 
for construction and bills of ma- 
terials. Besides Jack, there is Ray, 
secretary-treasurer of both cor- 
porations, who holds forth at 
Columbus, too. 

Dad Ben Chilcutt runs the Ma- 
con unit of New Homes Building 
Stores, while the third brother 
(and son) Vice-President Archie 
Chilcutt is in charge of operations 
in Kosciusko. 

In front of the well-planned 








SALESMEN 


Wanted for several territories on 
exclusive basis by Manufacturers’ 
Agent selling building supplies and 
hardware to Jobbers and Dealers. 
Commission only. Write Box 20, 
SOUTHERN BUILDING SUP- 
PLIES, 806 Peachtree St., N.E., 
Atlanta 5, Georgia. 











FOR SALE 


business in South 
ad 


Wholesale building supply 
ly area three 


Texas. Nationally known lines. Trade 


. © terms. Owner has other in- 
terest. Box 19, SOUTHERN BUILDING SUP- 
PLIES, 806 Peachtree St., N.E., Atlanta 5, Ga. 











Columbus Chilcutt yard is a black- 
board-type of sign with this strong 
copy at the top: “We Beat All 
Mail Order Catalogue Prices. Why 
trade out of town? .. , See what 
you buy!” Beneath is room to 
chalk in “specials” of the day or 
week. When we visited the yard, 
they were ‘Metal Roofing” and 
“Sheetrock.” At the bottom is the 
slogan: “Everything to build any- 
thing.” 

The Chilcutts carry out the 
mail-order competitive technique 
in the four-page flyer that they 
mail to some 20,000 rural box- 
holders four times a year. Headed 
“Save Big Money,” a recent issue 


listed and priced plumbing and 
heating fixtures and fittings; gal- 
vanized, aluminum, asphalt, and 
asbestos roofing; asbestos, roll- 
brick, and drop siding; wallboards, 
hardboards, and moldings; doors, 
windows, ventilators, screen wire, 
cabinets, and clay products, 

In their well-planned and 
stocked Columbus store, the Chil- 
cutts have made good use of the 
deep ceiling beams. On them they 
have mounted colorful “remind- 
er” show-cards. Some of the copy: 

“Renew your home with white 
asbestos siding.” 

“Borrow our 
free.” 


Floor Polisher, 
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SEE... 
what Pn DIFFERENCE 


see a 
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DOUBLE LOCKING PROTECTION 
The butt of each shingle is 
safely double locked at each 
exposed corner, the point of 


maximum strain. No other 
locking shingle has the Lok- 
tite double lock. 


And what you see that 
makes the difference is 
the deep, heavy shadow 
line that gives a LOK- 
TITE roof its sturdy dur- 
able appearance. 


In the unretouched photograph, notice the 
double thick butt. This is the feature that 
produces the heavy LOKTITE shadow. 
Its distinctive, pleasing appearance will 
make Loktite a leader in the field. 


100% DOUBLE COVERAGE 
Actually more than half 
of the roof has a triple 
coverage. There are four 
thicknesses at the butt. 


The NEW Exelscve LOKTITE Double Locking © 
Principle ... Look at the back of the shingle for proof ® 


Write or wire for detailed facts about Loktite 


AMERICAN ASPHALT ROOF CORPORATION 


Member Asphalt Roofing Industry Bureau 


E. St. Louis, Hl. 
31st. & St. Clair 


Kansas City 3, Mo. 
7600 Truman Road 


Salt Lake City 10, Utah 


Ft. Worth 7, Tex 


1674 Beck 2316 West Sth 











for FRENCH DOORS 


Adams-Rite, the originators of the ex- 
clusive extruded design in Surface, Slide 
and Cremone Bolts, is still the only 
source for all styles! This patented con- 
struction with concealed guides elimi- 
nates all unsightly straps and scratching. 
Solid brass throughout. Four screws to 
each bolt insure rigid strength. Installa- 
tion is easy and error proof and adjust- 
ments are made on the job without 
taking the bolt apart. Spring tension 
gives uniform pressure at all points. 


RITE SURFACE BOLTS 


All 3 widths of rods—%4", 4"and 
$4”—have the extruded design. 
Lengths to 48”. Harmonizes 
with any architectural design. 
Mortise and rim strikes fur- 
nished. 10 standard finishes. 


Extruded design in 2 sizes—2'%” 
x '9” and 3” x 5%”. Ideal for stall 
and Dutch doors and for use in 
place of mortise and gem bolts. 
Surface, mum and mortise strikes 
furnished. 10 standard finishes 


New narrow, modern design enhances 
French windows and doors. Especially 
suited to very narrow wood or metal 
stiles. Rods, all with extruded design, 
in 3 widths—*”, 49” and 54”. Reversi- 
ble as to hand. One or 2 handles 
available. Thumb button deadlock 
optional. Mortise, rim, angle and sur- 
face strikes furnished. 7 standard 


finishes. 
i senenennsany Ky 1900 —1950 \ 
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“Unicel” Plywood Refrigerator Car 


AN INSIDE VIEW of the revolu- 
tionary Unicel plywood - plastic 
combination refrigerator-box car 
is provided above. Its develop- 
ers, the Pressed Steel Car Com- 
pany, claim that the plywood 
Unicel car is the “first real im- 
provement in railroad car design 
in over half a century.” 

Design-wise, the new car em- 
ploys a structural concept never 
before employed in railroad car 
building although one long used 
in the construction of aircraft, and 
some types of boats such as the 
war-famed P-T boats — “stressed 
skin” construction. This same 
construction principle is basic to 
over half of the nation’s prefab- 
ricated homebuilders, having been 
introduced to the homebuilding 
industry in the U. S. Forest Prod- 
ucts Laboratory 1936 plywood 
demonstration house. 

The panels make the car com- 
pletely rigid and act integrally 
with framing members in bearing 
weight and stresses, distributing 
these forces throughout the car. 

Inside width of the car is 9’-2”; 
inside height, 10’; inside length, 
50’-6”. Outside width, 10’-3”; out- 
side height, 13’-7”. The car’s vol- 
ume is 4,556 cubic feet. 

The plastic-surfaced plywood 
panels used in the Unicel car are 











MILLWORK SUPERINTENDENT 
Write, Giving Age, 
Experience and References. 


CENTRAL SASH & DOOR CO. 
MACON, GEORGIA 











one of the newer products of the 
West Coast plywood industry. In 
addition to offering splitproofness, 
durability, and a _ weight-ratio 
greater than that of structural 
steel, the panels also have a 
smooth, hard, wear-resistant plas- 
tic face bonded under great heat 
and pressure to one side of the 
panel. 

The hard plastic surface, like 
the phenolic resin adhesives used 
to bond the individual plys, is 
completely unaffected by water or 
weather. 


DALLAS, TEX.: Door prizes, 
Christmas-tree presents, bingo, re- 
freshments, and dancing to orchestra 
music all contributed to a_ lively 
Christmas party for Club 75. The af- 
fair was held December 19 at the 
Cedar Crest Club. 


ATLANTA, GA.: More than 80 
cats—and pussy cats—enjoyed a tur- 
key dinner and dancing at the East 
Lake Country Club December 18. 
Secretary Don Moore produced a 
magician who kept ’em spellbound. 
Group singing of Christmas carols 
added to the fellowship. This was the 
first ladies’ party of Hoo-Hoo Club 
No. 1 since it was re-activated! 


MORTON, MISS.: Thirteen kittens 
were inducted into the order at the 
November 21 meeting. Mississippi 
Hoo-Hoo President Lewis Wilson 
presided and was assisted by Paul 
Bellenger, A. B. Farris, and J. M. 
Griffin, Sr. After the ceremony, the 
cats joined a meeting of the Missis- 
sippi Lumbermen’s Club. 
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A NEW HEAT REGULATOR is on 
the market to save householders the 
trouble of firing their own furnacés. 
With this device, a coal heating sys- 
tem can approach the convenience 
of automatic heating units at lower 
cost. 


THE FREE nations of the world 
hold a_ three-to-one advantage in 
coal reserves over Communistic na- 
tions. Reports of the United States 
Bureau of Mines list the world’s 
“probable coal total” at 6,964 billion 
tons, nearly half of which is in the 
United States alone. Russia’s supply, 
combined with that of Red China, is 
equal to about one-fourth. Most of 
Germany’s supply is outside the Red 
Zone. 


“STOKER ETIQUETTE.” a booklet 
written in everyday, non-technical 
language, is now in its 17th printing. 
First brought out by Appalachian 
Coals, Inc., in 1939, the booklet’s de- 
scription of proper operation and 
maintenance of stokers is proving in- 
creasingly useful. 


NEW CHIEF of the Defense Solid 
Fuels Administration, one of five 
new defense agencies, is Charles W. 
Connor, of Charleston, W. Va. Con- 
nor previously was a consultant to 
Secretary of the Interior Oscar L. 
Chapman. 

THE RECENT trend toward higher 
coal prices will continue, according 
to Appalachian Coals, Inc., coal mar- 
keting agency. This rise is due to (1) 
sale of American coal to European 
countries; (2) increased mobilization, 
which emphasized coal’s reliability 
in an emergency; (3) increased in- 
dustrial output; (4) colder weather; 
(5) railroads using more steam mo- 
tive power, and (6) record production 
by steel mills and electric plants. 


Training Offered 
For Coal Salesmen 


At a meeting of coal merchants 
in Atlanta, Ga., on December 7, J. 
Nelson Stuart, manager of the Coal 
Heating Service division of the 
National Coal Association, outlined 
a program of employee sales train- 
ing provided by a recent NCA ap- 
propriation. 

This training is available for 
personnel of all coal retailers and 
wholesalers whether or not they 
are members of Coal Heating Serv- 
ice. Classes will be conducted in 
any town in the nation where a 
group is interested. 

The program consists of nine 
hour-long meetings in which the 
attending salesmen not only listen 


but participate. The teacher or 
leader for the meeting spends the 
first 10 minutes reviewing the last 
topic studied and announcing the 
subject for the evening. Then a 15- 
minute sound slide-film dealing 
with general sales, principles is 
shown. 

According to Stuart, these films, 
which center around “Mr. Sale,” 
deal with “every conceivable situ- 
ation” that a coal salesman might 
face. 

After the film, a short question- 
naire is given out. Its purpose is 
not to test the “students” but 


merely to help them think tne 
problem through further, After the 
topic is openly discussed, one of 
the eight booklets containing study 
texts is passed out for study be- 
fore the next meeting. 

Topics for the meetings include 
(1) The Customer’s Buying Mo- 
tives, (2) Opening the Sale, (3) 
Telling Your Sales Story, (4) Show- 
ing and Demonstrating, (5) Outsell- 
ing Competition, (6) Overcoming 
Objections, (7) Closing the Sale, 
and (8) Planning for Better Re- 
sults. The ninth meeting is a re- 
view. 











A Complete Line 
of 
Finer Windows 


Residence Casements 
Architectural & Commercial 
Awning Windows Commercial 
Projected Windows _Pivoted 
Windows Security Windows 


i A a a 






























































Southern Made 
for Southern Builders 


The Empire Line of Stee! Windows offers you an oppor- 
tunity to handle windows Southern users want. Properly 
engineered, accurately and sturdily built, bonderized for 
lasting finish, Empire Windows are nevertheless sold at 
competitive prices. Write for literature. 


DECATUR IRON & STEEL CO. 


Spreatom 
! Al 
Decatur abama 
Serving Southern Builders for Over 60 Years 
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ROPE FASHIONS “FLAGS” IN CONCRETE! 


Tis. 6 the Fast mstallaton i 
Yee world oh ROPE CONCRETE 

A ragnoliting werthod wrth tlagstowe 
effect Be sarpocnt ante BeARDONIT 


eas eEaaben WeOnTE 


Quicker and much less expensive than the use of flags and similar ma- 
terial, Reardon’s new “Rope Concrete” system of using form and color 
to lend an artistic touch to drives, patios, and porches offers many possi- 


bilities for unusual concrete effects. 


The first step is pouring the slab as in other concrete installations. 
Lengths of rope, one inch in diameter, are then embedded even with the 
surface in the fresh concrete to divide it into sections. 

Varying colors and finishes may then be applied to the different sec- 
tions. A selected stone appearance can be obtained by use of a wire 


brush or uneven marking. 


Ro are removed after the concrete has taken its initia] set, and con- 
trasting mortar is put into the remaining curved joint openings. Since the 
openings are wider at the center than at the surface, the mortar does not 


work out of position. 


The Rope Concrete system was designed by Reardon Industries, Inc., 
who make a compound for coloring and hardening concrete from the 
top down. The company is now licensing firms to use the process. 


FDEP OTIS 
Notes on Manufacturers 
iv oY VN eee we YT 


PITTSBURGH, PA.: The name, 
plant, and most other assets of the 
Tracy Manufacturing Company here 
have been bought by the Edgewater 
Steel Company, which will operate 
the firm under the same name as a 
division. Edgewater will continue to 
produce Tracy kitchen sinks and 
cabinets, and hopes soon to catch 
up on back orders. 


FLORENCE, S. C.: The Florence 
Venetian Blind Manufacturing Com- 
pany has been incorporated to sell 
wood and metal venetian blinds and 
awnings and aluminum window and 
door screens, 


WINNFIELD, TEX.: Offices of the 
Mansfield Hardwood Lumber Com- 
pany are now located in a modern 
new building. It was built entirely 
of | aml sawed by the Mansfield 
mill. 


JACKSONVILLE, FLA.: The Hy- 
ster Company has appointed the 
Aichel Steel and Equipment Com- 


74 


pany here as its representative for 
Hyster fork-lift and straddle trucks. 
Aichel’s territory includes north and 
central Florida and south Georgia. 


BARTLESVILLE, OKLA.: Fred F. 
Brown now manufactures and in- 
stalls aluminum windows’ and 
screens. He assembles a_ semi-pre- 
fabricated storm window, Uni-Temp. 


HUNTINGTON PARK, CALIF.: 
The Republic Heater Corporation has 
started construction on a new mil- 
lion-dollar plant to increase its out- 
put. In line with its increased pro- 
duction, Republic has added 125 dis- 
tributors throughout the nation. 


BEAUMONT, TEX.: A recent fire, 
which did $250,000 worth of dam- 
age, destroyed the Fain Lumber and 
Manufacturing Company’s plant 
here. Five small residences also 
burned. 


AIKEN, S. C.: The Piedmont Ply- 
wood Corporation has been granted 
a charter to manufacture and sell 
plywood, lumber, and lumber prod- 
ucts. J. C. Pracht is president. 


SYRACUSE, N. Y.: De Alton J. 
Ridings, president of the Porter- 


Cable Machine Company, has an- 
nounced that his company has bought 
the Johnson Engineering and Sales 
Corporation, makers of air-driven 
sending machines. The purchase ex- 
pands porter-Cable’s line of electric 
tools. 

UNION, ILL.: Protective Papers, 
Inc., has completed an expansion 
program to increase production of 
Leatherback All-Purpose building 
paper. Samples of materials made 
each day are sent to an independent 
inspection laboratory to assure per- 
fection. 

MT. VERNON, N. Y.: Foye F. 
Staniford, president of the West- 
chester Surface Ways, Inc., was 
elected a director of the Yale and 
Towne Manufacturing Company. 

HAMBURG, ARK.: P. F. Watzek, 
president of Crossett Lumber Com- 
pany, has announced that his com- 
pany’s lands in Drew and Ashley 
counties are open for free grazing of 
livestock. The kind offer was made 
after a new state law required live- 
stock owners to keep animals off the 
highway. 


Maple Flooring Meet 


The Maple flooring Manufactur- 
ers Association will meet at the 
Blackstone Hotel in Chicago, Janu- 
ary 26, for its annual convention. 

The group will complete plans 
for increasing the budget for pro- 
motion of maple flooring. The as- 
sociation’s new research program 
is aimed at devising better meth- 
ods of preventing hardwood floor- 
ing from expanding or contracting 
beyond practical limits after it is 
laid, Other research projects of in- 
terest to building supply dealers 
will be announced later, accord- 
ing to President W. C. Abendroth. 











JANUARY 15-31 


SOUTHERN BUILDING SUPPLIES for JANUARY, 195% 





MORE SALES 
(From page 27) 


woodwork activity take place. 

Much of the area along one of 
the 200-foot sides of the building 
is paved. It provides an all-weath- 
er surface for unloading railroad 
cars with fork-lift, for loading 
customers’ trucks from the side 
door, and for customer parking. 

A rear door in the main building 
also opens directly to railroad cars 
at the back. 

The front of the store is ‘“show- 
cased” with plate-glass windows 
that come to within 24 inches of 
the floor. Fluorescent lighting 
brings all merchandise into clear 
view. 

More sales per hour are achieved 
by a policy of having every item 
price-marked and, in some cases, 
fully described so that customers 
may determine what they want 
before they reach the sales counter 
or are approached by a salesman. 

The sales counter is broken into 
three individual units, 8 feet long, 
instead of being one long counter. 
This saves time for clerk and cus- 
tomer alike. 


An increase of more than 25 per 
cent in women traffic alone was 
achieved by the new store in the 
first year, according to Manager 
Briggs, This has been accomplished 
partly by building displays of ap- 
pliances, paints, windows, house- 
cleaning supplies, carpentry hand 
and power tools, unpainted furni- 
ture, mantels, garden fences and 
trellises, and other merchandise 
that eppeals to women who take 
pride in their homes. 

Displays of window units, for 
instance, are made on stands, with 
curtains installed to give them a 
natural appearance. 

Another traffic stimulator has 
been the stocking of cedar shav- 
ings in bags for pet owners. This 
has attracted many pet owners 
and led to the stocking of 100- 
pound bags of cedar shavings for 
use by kennel owners. No small 
result has been the related sale of 
screen, glass, chain, lumber, paint, 
fencing, and other items used in 
building and equipping kennels. 

Other specialties at this Wright- 
Bachman store include wicker dog- 
beds and mattresses, picture fram- 
ing, bird feeders and houses, and 
salad bowls. 


While most of the purchases 
from the Wright-Bachman sales 
floor are taken away by customers, 
the store uses four trucks to pro- 
vide free delivery of most items. 
A small charge is made for special 
delivery of small items. 

Another traffic stimulator here 
is the ads that tie in with con- 
sumer advertisements of material 
manufacturers. For instance, when 
an ad appears in the Saturday 
Evening Post or some other nation- 
al magazine promoting lines that 
this dealer has for sale, a tie-in ac! 
is published in the local newspape) 
directing the customers to thc 
store. 

Floor salesmen give Wright 
Bachman customers adequate 
service, but do not follow them o1 
harass them. The design of the 
store makes it easy to see when the 
customer is ready, and most of 
them usually go to one of the in- 
dividualized sales counters where 
the order is written up and the 
sale completed. 

A customer who knows what he 
wants and who is in a hurry can 
usually get in and out in less than 
10 minutes for an average pur- 





For Lasting Protection ..- | 


ARM-GLAZE 
Bt Ana de de G 
Glazing Compound 


SASH HOLDER 


FOR 
PLAIN RAIL SASH 


Now practically any 

mill or jobber can furnish Arm-Glaze’d wood sash 
at standard price. Unlike putty, Arm-Glaze stays 
elastic; mever gets rock-hard; won’t crack, chip or 


The new %4” Vikre sash holder, Model VSH-20, developed 
especially for Plain Rail Sash gives you the same patented 
features of the standard (%”) Vikre Model VSH-57. They 
are the only spring tension type holders to have all moving 
parts fully encased to eliminate sticking and binding. Vikre 
Holders require only one hole drilled in sash .. . have pat- 
ented, adjustable steel spring tension. Sell genuine Vikre 
Sash Holders for better profits. 


NEW MERCHANDISING DEAL 


crumble — gives /asting protection. For you, here’s a 


real selling advantage! 





a FREE|, ily hrm-Slore 
You Buy... . 


Six dozen Vikre Sash Hold- 
ers are packed with an at- 
tractively stained, eye 
catching window display 
with mounted sample of 
Holaer. Window can be 
raised and lowered. Attrac- 
tive folders. No additional 
charge for display and fold- 
ers. Order from your job- 
ber now J. N. Vikre Co., 
Inc., 3016—14th Aveiue 
South, Minneapolis, 
Minn. 


Test Arm-Glaze at our ex- 
pense. Write nearest Arm- 
strong office for FREE sam- 
ple of either Type M for 
‘wood sash or Type G for 
metal sash glazing. 


The ARMSTRONG COMPANY 


DETROUT: 7 CHICAGO 2 DALLAS 1 
RICHMOND, CALIFORNIA 
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WEL-BILT FOLD-A-WAY 
STAIRWAY 


© SAVES SPACE 


"SMALL HOMES 


© ADDS EXTRA ROOM AT 
SMALL COST 


inte valuable storege spece, 
extra bedroom or playroom fer 


Wel-Bilt Stairways 
come assembled. 
THEY ARE easy to 
install at little ex- 

U pense, and easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 


Memphis, Tennessee 








This EMBLEM on 


YOUR DOOR MEANS... 


QO More profits for you 


Q More service to 
your customers =a) 
| 


Qmore sales |! 


pe arn 
METTITA Lae 
Let Hs tell you more about 


ét and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


MEAD OFFICE: 3109 WILSHIRE BLVD. « LOS ANGELES 


NATIONWIDE SERVICE 





Employee Training 
Courses to Start 


Thirty-day courses in building- 
material distribution will begin 
within a month at three universi- 
ties in the South and Southwest. 

The ninth course at Southern 
Methodist University in Dallas, 
Tex,, begins January 15. Two 
weeks after it ends on February 9, 
the tenth course will start at SMU 
on February 26. The sponsor is the 
Lumbermen’s Association of 
Texas. 

The seventh 30-day course for 
dealer personnel will begin at the 
Georgia Institute of Technology in 
Atlanta on January 22 under the 
direction of a new Tech acting co- 
ordinator, R. E. (Bob) Eskew. This 
course is co-sponsored by the deal- 
er associations in Georgia, Florida, 
the Carolinas, Virginia, Tennessee, 
Alabama, and Mississippi. 

The University of Kansas City 
on February 5 will offer the third 
course for personne] of dealers in 
the four-state territory of the 
Southwestern Lumbermen’s Asso- 

















ciation, which sponsors the pro- 
gram. 

With military service stripping 
the ranks of many dealer organ- 
izations of their best sales and 
managerial personnel, more deal- 
ers are looking to these short 
courses this year for training as- 
sistance than since the inception 
of the industry-developed program 
immediately after World War II. 





JOBBERS MEET 
(From page 52) 


plained the grave shortage of ma- 
terial-handling machines and sup- 
plies due to unprecedented demand 
and to the allocation of metal for 
such purposes. 

P. D. O’Neal, of Remington- 
Rand, Inc., described and showed 
a modern system of inventory 
control for millwork jobbers and 
manufacturers. 

President M. C. Davidson, of 
Houston, presided at other sessions 
of the meeting. Secretary-Treas- 
urer Clark McDonald announced 
that R. O. W. Distributors at 


Rocky Mount, Va., are a new 
SSDJA member. D. C. Vaughn is 
general manager of this firm, 

At the meeting of the American 
Wood Window Institute, the fol- 
lowing new members were accept- 
ed and announced: Caldor Lum- 
ber Company, Diamond Springs, 
Calif.; Chamberlin Company of 
America, Detroit, Mich.; Long-Bell 
Lumber Company, Kansas City, 
Mo.; Pullman Manufacturing 
Company, Rochester, N. Y., and 
R. O. W. Sales Company, Fern- 
dale, Mich. 

James D. Rowland, of the An- 
dersen Corporation, Bayport, 
Minn., was elected a member of 
the AWWI board of directors. 





Heatilator Fireplace Units 
Bennett Ireland Dampers 
Truscon Steel Windows 
Miami Awning Type Windows 
Bavar Screen Door Grilles 
Union Aluminum Windows 


DEPT. W, 2109 HUTCHINSON AVE. 





LUMBER — CABINET SHOP — BUILDING SUPPLY DEALERS 
rm a a 
HARDWARE & SPECIALTY CO. 


YOUR DISTRIBUTOR FOR 


WRITE FOR OUR GENERAL CATALOG 
TEL. 6-3671 


Knape & Vogt Fixture Hardware 
Tel-O-Post 

Weslock Locksets 
Decorite Metal Moulding 


Amerock Cabinet Hardware 


CHARLOTTE, NO. CAR. 
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New Pier Expansion Joints 


Vermiculite, a mineral of the 
mica family, can be used success- 
fully to protect concrete piers 
from the shock of earth move- 
ments, according to Architect Rob- 
ert L. Vogler, of Corpus Christi, 
Tex. 

Vogler used six inches of ver- 
miculite insulating fill around the 
piers above the footings and up to 
a few inches below grade level. He 
discovered that the lubricating ac- 
tion of vermiculite prevented 
swelling soil from getting suction 
on the piers. 

“An expansion joint is thus 
formed to protect the pier from 
earth movements,” Vogler pointed 
out, “and is especially valuable 
where piers are buried in soil that 
tends to expand greatly during and 
after rainfall.”” Because vermicu- 
lite is a mineral and not decom- 


posed by water, it remains resili- 
ent and retains its lubricating 
properties indefinitely. 


HOME “EXTRAS” 
(From page 31) 


and the floor in order to establish 
positive heat circulation. 

The problem of where to put 
dripping overshoes and damp coats 
after the wearer comes in from 
snow and slush, is also solved by 
the closet with warm air circulat- 
ing through it. The National Warm 
Air Heating and Air Conditioning 
Association recommends that a 
closet, especially to take care of 
wet clothing, be designed into each 
home—preferably near an en- 
trance — to help the housewife 
protect her floors from wet and 
muddy tracks. 


Such a closet should have a sheet 
metal floor with a small drain con- 
nected to the other plumbing in 
the house. A metal perforated 
shelf about six inches above this 
floor provides a place for rubbers 
and overshoes. A four-inch warm- 
air duct is then run from the main 
heating system into the closet and 
capped with a 4-by-6-inch register. 

This small flow of warm air is 
enough to evaporate snow or rain 
on coats and overshoes, The result- 
ant water drips on the sheet-metal 
floor and flows down the drain. 
The circulating warm air then 
helps dry them. Here again, a one- 
or one-half-inch clearance at the 
bottom of the closet door is neces- 
sary for proper air circulation, 

Some homebuilders already are 
adding these and other “selling 
points’ to new and _ remodeled 
homes by taking the fullest advan- 
tage of a modern heating system. 
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There’s steady profit for you every month because there’s a protec- 


PAYS TO SELL 4 


SISAL-REINFORCED 
PROTECTIVE PAPERS 





FOR more and more 


tion use for SISALKRAFT to cover any situation. Finest in quality; Neti parr CONSTRUCTION AND 
economical in cost. Write for merchandising help! as 4 FARM USES 


THE SISALKRAFT ¢co., Dept. SB-1, 205 W. Wacker Drive @ CHICAGO 6, LL. © New York 17, N.Y. © San Francisco 5, Calif. 





Southlawn Housing Project, Milwaukee. Architects: Ralph E. Schaefer, Frederick J. 
Schweitzer, George G. Schneider, Walter M. Trapp, Fritz von Grossmann. Contractor: 
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Maple Flooring Manufacturers Assn. 
Suite 556,35 E. Wacker Drive, Chicago 
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- iad mMoterfen*, woe 37. © 








FLOOR WITH WORE HARD MAPLE 
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Floor Fixture 


STOCKS, DISPLAYS, DISPENSES and 


Sells All 6 Types 
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ee lete R-V- LITE 
compact, comple = 
proportion © Reguires less than a square yal 
ep: 
eco ya ith SPECIAL R-V-ALITE 
Available of nominal cost w! 
ASSORTMENT R-V 550-D. 


6-way profits with these 6 fast-sellers: 


m Wire Reinforced. 


700-W 4x4 Aluminu Steel Wire Reinforced. 


g00-cW 14 Mesh Galv. 
100-C Cotton Reinforced. 
TT) Reinforced. 
00-P Plastic 
rl Aluminum Wire Reinforced. 
400-T Wax impregnated Fabric. 
ORDER FROM YOUR JOBBER 


A Exclusive Manufacturers of RVAITE 
RVEY CORPORATION 
3462 NORTH KIMBALL AVENUE — 

CHICAGO 18, ILLINOIS | 
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A & F Tileboard Co. 
Adams Rite Mfg. Oo. 

Advertising Council, A 

Air Control Products, Inc. 

Ajax Hardware Mfg. Corp. 

Allied Building Credits, Inc. ........... 
Allith Prouty, Inc. 

Aluminum Oo. of America 

American Asphalt Roof Corp. 

American Celcure Wood Preserving Corp 
American Lumber & Treating Co. 

Anthony Truck Co. 

Armstrong Co., 

Arvey Corp. 

Asbestone Corp. 

Asbestos Co. of Texas 

Associated Plywood Mills, Inc. . 


B & T Metals Co. 

Barclay Mfg. Co. 

Bellkool Co. . SRA 
Bessler Disappearing ‘Stairway ¢ 
Biglin OCo., 

Bugher Mfg. “Co 


Cc 


C & H Air agg an Co., Inc. 
Cameron & Co., 

Celotex Corp., the 

Central Sash & Door Co. 
Chicopee Mfg. Corp. 
Circulators & Devices, 

Clark Equipment Co., 

Colonial Cedar Co., Inc 
Cumberland Portland Cement Co.” 
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Davis Co., H. 

Decatur Iron & “Steel Oo. 
Decorite, Inc. 

Delph Hardware and Specialty Co. 
Donley Bros. Co 

Douglas Fir Plywood Asso. 
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Falls Stamping & Welding Co., 
Fawsco Mfg. Co. 

Fir Door Institute 
Fletcher-Terry Co. 

Flintkote Co. 

Foldaway Stairway 
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Gate City Sash & Door C 

Georgia- Pacific Plywood & ‘Gasikon Co 
Getty & Co., Inc., H, § 

Grand 2 Ra Hardware Co. 

Grote Mfg. Co., 
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Hager & Sons Hinge Mfg. Co., 
Heatilator, Inc. 

Hermitage Portland Cement Co. 
Homasote Co. Sven 
Hopkins Lumber Co. 

Hunter Fan & Ventilating Co., 
Huntington Industries, Inc. 
Hurtsboro Oak Flooring Co., 

Huttig Sash & Door Co. 
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Ideal Cabinet Co. 

Ideal Hanger Co. 

Industrial Truck Div., Clark Equipment Oo. 
Insulite Div. Minnesota & Ontario Paper 
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Johns- Manville, 
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Kimberly-Clark Corp. 
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Leslie Weldin 
Libbey-Owens- ror Glass Co 
Lockport Cotton Batting Co. 





NLMA Committee 
Chairmen Announced 


The National Lumber Manufac- 
turers Association has chosen out- 
standing lumbermen to head com- 
mittees for the coming year. 

E. B. Tanner, West Coast lum- 
berman and tax expert, is now 
chairman of the Committee on 
Taxation. He is president of the 
Western Forestry and Conserva- 
tion Association. 

Leo Bodine, vice-president of 
the Weyerhaeuser Sales Company, 
St. Paul, Minn., was elected chair- 


man of the Public Relations Com- 
mittee. 

New chairman of the Committee 
on Foreign Trade is Lee Robinson, 
of the Mobile River Sawmill Com- 
pany, Mt. Vernon, Ala. 

Re-elected as committee chair- 
men were Earl Houston, Commit- 
tee on Building Codes and Trade 
Promotion; Clyde Martin, Forest 
Conservation; S. M. Nickey, Trans- 
portation; A. S. Boisfontaine, Lum- 
ber Standards, and H. F. Jefferson, 
Products and Research. 

Corydon Wagner, of Tacoma, 
Wash., is the new NLMA president. 


Modern Heating Classes 


The Institute of Boiler and Ra- 
diator Manufacturers soon will 
conduct a School of Modern Heat- 
ing in various parts of the nation. 

Those in SOUTHERN BUILDING 
SUPPLIES territory include one in 
Wilmington, Del., January 30-Feb- 
ruary 1; Baltimore, Md., March 
13-15; Charlotte, N. C., March 27- 
29, and Atlanta, Ga., April 3-5. 

Details of the schools can be ob- 
tained from the Institute at 60 
East 42nd Street, New York 17, 
New York. 








Learn how lumber 
yards and building 
supply dealers are 


LneTRUIK 
Cuts the 
High Cost 


EASY HANDLING — 

FAST SELLING — 
Myer-Lee Folding 
stairway comes 
all-in-one pack- 
age easy for 
dealers to handle 
and easy tor 
builders to install 
in 30 minutes 
atter well is made! 
Complete and 


simple instailation 
instructions fur- 
nished for you— 
- and your 
customers 


5, TA, 10 SHIPPING WT. 85 18S 
APPROVED BY F.H A 
PATENT NO 


2506380 


saving up to 70% on 
materials handling 
operations and costs. 
Send for Bul. No. 77. . \ 


YOUR BUILDER-OWNER 
CUSTOMERS 
6 are you looking for the Foldaway 

space-saving stairway for economical 

installation in the big new home build- 
ing and remodeling program! With “space” at a premium in all building and 
remodeling jobs today — this disappearing stairway holds many uses-and many 
sales for you! Transforms attics into extra bedrooms, dens, storage space and 
other uses. FOLDAWAY stairway disappears completely into attic, leaving 
onty fine finished panel lying horizontally in the ceiling 

WRITE FOR COMPLETE DEALER INFORMATION. 


FOLDAWAY STAIRWAY COMPANY. INC 


813 SEABOARD STREET PORTSMOUTH VA 








SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


864 63rd STREET, BROOKLYN 20, N. Y. 














ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 
Sco-Co No. 27 Red is a non-fading, water repellent 


Corners for bevel wood siding made of 
aluminum—can't rust, rot, or deteriorate. 
So constructed as to eliminate splitting of 
siding. Two small nails are furnished with 
each corner and holes provided to fasten 
bottom by nailing through base of corner 
into lower edge of siding board. Top nails 
are concealed by next course of siding. 


metallic paint that actually penetrates rust on metal sur- 
faces—and rust becomes a pigment in the paint film. This 
flexible, durable paint is not affected by acid or alkaline 
conditions or sudden temperature changes. Write today 
for folder and the big profit possibilities of this amazing 
product. 





Available for 6", 8”, and 10” siding. 


BUGHER MANUFACTURING CO. 


211 So. Main Street Kokomo, Ind. 
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The Reed Vertical 
Air Discharge Attic Fan 





-x-- 





Requires An Attic 
Clearance of ONLY 13%" 


INSTALLATION DATA 
MODEL FAN and SHUTTER 
5 


A 
RVU24 32” 32” 
RVU-30 36” 36” 
RVU-36 42” 42” 
RVU-42 48” 48” 














Casn in on the in- 

creasing demands of 

J thousands of home 

owners for the new, 

popular “lay down” Reed Attic Fan. Depend 

upon a Reed for low cost of installation, quiet- 

ness, powerful air delivery and trouble-free 
service. 

Write for Free, Completely Illustrated Catalog 


Reed 


UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave. 
New Orleans 8 
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Paine Lumber Co 
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Vento Steel Prod. Corp 
Vikon Tile Corp 
Vikre Co., Inc., J. N 
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Wallace Mfg. Co 

Wappatt, Inc., Fred W 

Wel-Bilt Prod. Co 

Werner Co., Inc., R. D ea 
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Wickwire Bros., Inc 

Wurdack Chemical Co 

Wynneo Prod, Corp 


Zonolite Co 
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All the New Features 
your customers want- _ 


ASBESTON E 


ASBESTOS-CEMENT BUILDING PRODUCTS 


‘ASBESTONE ROOFING SHINGLES 


' _ ; 
' en 
FINISH COLORS es 


STYLE 


Dutch 
Lap 


onal 


Wood 


' Grain 


Greer 
Black 
White 
Red 





i 
Hexag- Smooth 
i Blends 


ASBEPIORS — SHINGLES 


: 
Straight ! Wood White 
Edge : Grain Buff-tone 
Blends 


i Wavy : Wood »Green- 


zi tone 
. Edge Grain Blends 


J Gray 





ASBESTONE Sumer "6 ‘ 


& 


% CORRUGATED F 
ROOFING and SIDING | 


Light Weight— 
Amazing Strength 
6” Corrugations 


Makes a faster- 
draining roof 
Looks like tile— 
wears like rock 
CHOICE OF COLORS 


Tile Red— Natural Gray £ ia 
Me - 





Gray and |~ 


Fireproof 
Weatherproof 
Termiteproof 
No Painting 
No Upkeep 
Insulating 


Sts 
2 
ifetime! 


ASBESTONE CORPORATION 


5300 Tchoupitoulas Street - New Orleans 15, La. 


Specialists in Asbestos-Cement Building Products tor over 25 Year 
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